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Dacor... the his and hers range 


Don't be surprised if the first person to check 
the kitchen equipment in your model home is 
the man of the family. Don't be surprised — be 
prepared with a Dacor convertible barbecue 
range which has as much sales impact on 

the man as the woman. 

More and more American men who are 
learning and loving to cook are interested in 
the quality of the equipment used for it. Dacor 
meets that quality demand and also offers him 
the opportunity to barbecue or use the rotis- 
serie all year 'round. He simply replaces one of 
the two burner modules with a barbecue or 


rotisserie unit in a matter of seconds. 

Women also prefer the Dacor because of 
the cooking flexibility provided by the 
interchangeable units and extremely easy 
cleaning of the various components. 

Either as a built-in cooktop or in combi- 
nation with our new full-size, pyrolytic self 
cleaning oven, the Dacor will make buyers 
out of the whole family. Obtain further 
information from Sweet's Light Residential 
Construction File or by calling Sweet's BuyLine, 
or by dialing us direct at (800) 423-4160. In 
California, dial (213) 682-2803. 
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Order a Nulone Food Processor Model 261 
and get the Blender free! 


Offer homebuyers the hottest —selling, 
most revolutionary food preparation 
appliance of the decade —the NuTone 
Food Processor! Then sweeten the deal 
with a NuTone Blender... which you 
get Free through participating distrib- 
utors with every Model 261 NuTone 
Food Processor you order! That's 

just the beginning. 


The NuTone Food Processor and the 
Free Blender are part of the built-in 
NuTone Food Center system... and 
that's where the benefits get big! 


The Food Processor is lightweight, 
cordless, easy to clean and store. The 
powerful, built-in motor has variable- 
speed control... which lets you choose 


from almost an infinite selection of 
speed settings! Plus...the Food 
Processor's blades are honed sharp 
from hardened stainless steel — not 
stamped, quick-to-dull edges. 


* x 


Nulone 


NuTone products are seen оп the 
NBC Today Show, ABC Good 
Morning America and 

CBS Morning News. 


Mc 
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When you order Model 261, you get the 
Food Processor, the solid-state Power 
Unit and the Free Blender! This deal 
will sweeten the kitchen chores of any 
cook. So order the NuTone Food 
Processor Model 261 today, and get the 
Blender attachment free... NuTone, 
making things better for you. 


*Free Blender offer expires July 23, 1978. Good only through 
participating distributors. Model 261 — Food Processor. 
Power Unit, Blender—is pre-packaged, Price of the 
Blender is deducted from total cost. 
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Nulone Range Hoods color your kitchens sold! 


NuTone Range Hoods eliminate 
kitchen odors at the turn of a knob. 
Their powerful motors (from 170- 
1000 CFM) are quiet as a whisper, 
and you have a total of ten power 
units to choose from! NuTone offers 
the broadest line of range hoods 
and interchangeable power units 
available anywhere! 

The Select-A-Matic Range 
Hood offers extreme flexibility in 
meeting the needs of contemporary 
kitchen ventilation. NuTone's V-80 
gives you a choice of 6 decorative 
and popular colors to match the 


kitchen decor—in 3 different sizes! 
Plus 7 alternate power units with 
infinite-speed settings that you 

can choose from. 

The Heritage Select-A-Matics 
are wall-mounted and single-faced, 
or overhead mounted and twin- 
faced for pass-through counters 
and peninsulas. Choose from 7 
popular colors іп 4 sizes... and 10 
power units with infinite-speed 
selection are available. 

NuTone Select-A-Matic Range 
Hoods let you custom match 
color, size and power unit to each 
particular kitchen need. Select 


NuTone Range Hoods and colo 
your kitchens sold! 

Order NuTone Range Hoodg 
the Food Processor from your 1 
NuTone Distributor. For his nar 
DIAL FREE 800/543-8687 in the 
continental U.S. Ohio resident: 
800/582-2030. In Canada, write 
NuTone Electrical Ltd., 2 St. 
Lawrence Avenue, Toronto. 
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Cincinnati, Ohio 45227 


3, Printed A 


Garlic might be blue 


Nulone Range Hoods 
4, COlor them gone! 


hous! 
FORMERLY HOUSE & HOME ng 


Volume 53 Number 5/May 1978 


APARTMENTS 12 For rentals, the numbers still don't work 


THE CITIES 28 Dave Fox’s in-town project hits a snag in Dallas 


COSTS 18 New warnings on house prices 


THE COURTS 32 Housing for poor wins in Supreme Court 
32 Conflict builds between partisans of various anti-bias laws 


DESIGN 84 Plans clinic: space-use tips to spur sales 
88 1978 Winners of Homes for Better Living Awards 


MARKETING 42 Out-of-state builders size up California's marketing techniques 
54 Seven-way patio option sells townhouses to Florida retirees 


MORTGAGING 11 Citicorp will sue to keep Advance Mortgage 


MULTIFAMILY 64 Condo comeback: not enough to go around 


PEOPLE 38 Builders on the move: Bill Levitt announces a build-in-America plan 


WASHINGTON 10 Carter's urban plan slights housing 
11 FmHA's new thermal standards delayed by court 
22 Another HUD demolition job: Atlanta's Rockdale project 
22 New report assails housing-allowance plan 


WHAT'S SELLING 46 Sectional duplexes sell to young— and old —in Utah 


ZONING 78 A marathon victory over snob zoning 


DEPARTMENTS 7 Editors’ page 
60 Letters 
92 Products 
110 Classified 
128 Advertisers index 
129 Reader service card 


COVER Fairways, British Columbia (see pages 68-71) 
Photo: Simon Scott 


NEXT MONTH The nation's public builders: their profits and projects . . . 1978 Rehab Homes 
for Better Living Winners 


Photo credits for pages 88 through 91 (1) Peter B. Xiques (2) Susan Schwartz (3) Tom Crane (4) Glen Allison (5) Ed Stoecklein (6) Philip Turner (7) Philip 
Turner (8) Barbeau Engh (9) Edward C. Benner (10) Horst P. Horst (11) D. dance Foulds (12) Phokian Karas (13) Rob Muir (14) Peter Vanderwarker 
(15) Charles Collum (16) William Rothschild (17) Howard J. Backen (18) E. Fay Jones (19) Hedrich Blessing (20) John Sacco (21) Ray O. Welch (22) 
Norman McGrath, courtesy House & Garden (23) Merg Ross (24) Joshua Freiwald (25) Steve Rosenthal (26) Thomas Alan Abels (27) Joshua Freiwald 


Housing (formerly House and Home) published monthly by McGraw-Hill Inc. Subscription rates U.S., possessions and Mexico: for individuals within circulation 
specifications. $13 per year; for others, $24 per year. In Canada: for individuals within circulation specifications, $17 per year; for others, $26 per year. All other 
countries, $45 per year. Single copies $3.00. The publisher reserves the right to accept or reject any subscription. Allow four to twelve weeks for shipment. The 
publisher agrees to refund that part of subscription price applying to unfilled part of subscription if service is unatisfactory. Executive, editorial, circulation and 
advertising offices: McGraw-Hill, 1221 Ave. of the Americas, New York, N.Y. 10020. Second class postage paid at New York, N.Y. and at additional mailing 
offices. Title® in U.S. patent office. Copyright© 1978 by McGraw-Hill Inc. All Rights Reserved. Postmaster: send form 3579 to Fulfillment Manager, Housing, 
P.O. Box 430, Hightstown, N.J. 08520. 


housing 5/78 3 


“IF GENERAL ELECTRIC CAN HANDLE 
JOHN WIELAND'S DELIVERY DEMANDS, 
I THINK WE CAN HANDLE ANYONE'S!” 


DEL TINKLER, GE CONTRACT SALES REP. 
JOHN WIELAND HOMES, 
ATLANTA, GEORGIA 
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“John Wieland builds around 175 houses a year, spread out 
Mover 8 subdivisions in 5 different counties around Atlanta. When 
Nhe needs appliances, he needs them fast! That's where General 
Electric's distribution system can really deliver. 
"It's also an advantage to be able to order a complete line of 
appliances from a single source. Everything in the kitchen is 
niform and color coordinated. In fact, our almond color was the 
first thing that attracted John to the line. 
“And General Electric Customer Care" service is another big 
Iselling point for John. If his customers ever need it, they call us 
direct and Mr. Wieland never has to get involved with providing 
appliance service. 
“We also can provide kitchen and laundry design and technical 
assistance on heating and cooling systems." 
Take advantage of over 30 years of consistent service to 
builders. Call your local GE Contract Sales Representative. 


THE APPLIANCES AMERICA COMES HOME TO. 


GENERAL ® ELECTRIC 
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The condo comeback — and a caveat 


Now that we're well into the second big round of condominium sales, let's 
not forget the mistakes made in the first. 

There was the scandalous abuse of recreation leases in Florida, the 
condo supermarket. There was the lowballing of maintenance fees, a sales 
come-on that knew no regional boundaries. And, worst of all, there was 
overbuilding. ү 

In the first condo boom, too many builders, developers and REITs saw 
condo ownership as the wave of the future. Sell condo, the thinking went, 
and you can sell just about any housing market. 

That was never so. Condo markets are special markets. Stick with 
them, and chances are you'll be on safe ground. 

Now builders seem to be doing just that. In fact, they are venturing into 
condo markets with such care that, as Associate Editor Natalie Gerardi 
reports on page 64, there now aren't enough condo units to go around. 

Eventually, demand will be met. Meanwhile, the new strategy of 
restraint is welcome. Let's stay with it. 


Warranties — and will HOW deflate HOBB? 


The NAHB Home Owners Warranty program has been quietly gaining the 
respect of builders and buyers all over the country. But in one city it faces 
a challenge that could crop up in others. 

The city is San Antonio, where homebuilders have been under fire from 
a small but aggressive consumer group called Home Owners for Better 
Builders — HOBB for short. 

Hoss says builders won't police themselves. It wants a city ordinance 
requiring that they be licensed and bonded. The local homebuilders 
association doesn't like the idea for a number of sound reasons. Recently 
the city council tabled the proposed ordinance for one year. 

The arguments pro and con are not all that important. More to the 
point is the fact that the San Antonio HBA has formed a HOW council —a 
step, possibly overdue, to boost public confidence in local builders. 

Will the new council's performance blunt the arguments for licensing? 
My hunch is yes. 


Apartments —and windows on absurdity 


Contrary to what you may have heard out there in the rest of the U.S., 
things aren't all that bad here in the Big Apple. 

The other day a New York Times correspondent just back from abroad 
said we have it all over Europe's great cities. Our parks may not be the 
world's safest or cleanest, but every weekend they are full of people doing 
things and having fun. And no American city comes close to us in the 
scope and variety of its theater, visual arts and places to eat. 

But now and then, I must admit, we also lead the way in official 
nonsense. Our latest gem: a health code rule requiring apartment owners 
to install guard bars on windows of apartments whose tenants include 
children 10 years old or younger. 

This is a little like requiring landlords to baby-sit. It also points up a 
basic question: How far must business go in protecting the consumer from 
his own negligence? — JOHN F. GOLDSMITH 
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Four of these new houses 
just made the other six obsolete. 


Ten test houses helped Owens- 
Corning prove that efficient design 
can cut heating and cooling costs 
as much as 59 percent. 
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WASHINGTON 


Carter’s plan slights housing 


Mrs. Harris’ grand plans get short shrift in urban message 


Si saeco 


The relatively high level of housing 
construction—and the success of 
Housing Secretary Patricia Harris in 
building the subsidized housing pro- 
grams—allowed President Carter to 
skip lightly over housing in his urban 
policy proposals. 

Over the next three years the Carter 
plans—if adopted by Congress, which 
is a big if—would increase federal 
spending a total of $6.5 billion. 
Another $5.1 billion would be lost to 
the Treasury in tax credits for busi- 
ness. 

But the major housing initiative 
turns out to be a request to Congress 
for another $150 million of lending 
authority for HUD’s Section 312 rehab 
program, in addition to the $125 
million already being requested in 
HUD’s fiscal 1979 budget. 

Omissions. Secretary Harris, who 
took great pride in heading Carter’s 
urban policy task force, originally 
recommended a broad expansion of 
many housing programs and one new 
below-market-interest-rate program 
for nonprofit and limited-dividend 
sponsors to build apartments for 
“working families.” 

And at one point HUD was seeking 
an $800 million expansion of the 
Section 312 program. 

But Carter and his White House 
aides put their chips mostly into the 
pot labeled “Economic Development.” 

That decision benefited mostly 
Commerce Secretary Juanita Kreps, 
who had been jousting with Mrs. 
Harris for bureaucratic control of the 
proposed National Development Bank 
and other pieces of turf that Carter’s 
decisions might create. 

An unlikely bank. Carter com- 
promised on the bank—one of his 
major proposals—by making it inde- 
pendent of any department and creat- 
ing a board of directors composed of 
Mrs. Harris, Mrs. Kreps and Treasury 
Secretary Michael Blumenthal. 

The bank is not given much chance 
of congressional approval this year. It 
would have authority to guarantee in 
its first year $2.2 billion of loans to 
“worthy business" that would “locate, 
expand or remain in economically 
distressed areas.” Interest rates could 
be subsidized down to 2.5%. 
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Reaction: N.Y. Daily News and Wall Street 


The bank couldn't make any grants 
but would draw on $275 million of new 
grant money Carter proposes for HUD's 
urban development action grant pro- 
gram (under which Mrs. Harris 
already has $400 million per year) and 
another $275 million to be added to 
grants being parceled out by the 
Commerce Department's Economic 
Development Administration. 

Lessons unlearned. In Carter's mes- 
sage to Congress, he said that “we 
learned an important lesson" from the 
Great Society programs of the 1960s: 
"The federal government alone has 
neither the resources nor the knowl- 
edge to solve all urban problems." 
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Journal editorials on Carter's proposals. 


Carter's urban policy, nonetheless, 
mostly entails revisions or additions to 
Great Society-type programs still on 
the books. Carter reportedly was 
unhappy with the final recommenda- 
tions that Mrs. Harris and his White 
House adviser, Stuart Eizenstat, put 
before him, but was persuaded that 
this was the best they could do at this 
time. 

A consistent theme in the Carter- 
Harris rhetoric is the “targeting” of 
existing programs to divert more 
grants, loans and tax breaks to urban 
areas. But this means— in the absence 
of new spending—allowing cities to 
draw down more dollars and giving 


ess to small towns, counties and rural 
reas. Congress resists this. 

Getting it together. Carter, on his 
own, can create new interagency coor- 
dinating councils, task forces and insti- 
tutes. 

Carter opted for an “Interagency 
Coordinating Council” to pull funds 
out of Commerce and HUD, for exam- 
ple, for proposed projects. The Office 
of Management and Budget is in 
charge, but despite its reputed power, 
most observers are skeptical that such 
a coordinating group can do much. 

One test will be whether, in fact, the 
federal agencies that now hand out 
more than $4 billion a year for sewer 
and water construction—HUD, Com- 
merce, Agriculture and the Environ- 
mental Protection Agency—will do 
what Mrs. Harris says they’re going to 
do: Shift the grant money “to empha- 
size existing urban needs,” thus cut- 
ting the amount available to suburbs, 
small towns and rural areas. 

— DON LOOMIS 
McGraw-Hill World News, 
Washington 


$150 million would be added to HUb's authority to make direct loans at 3% 
interest for rehabilitation of housing, on top of the $125 million already 


requested in the fiscal 1979 budget. 


$275 million would be added to the $400 million HUD has to pass out each year 
in urban development action grants for stimulating business investment in 
distressed areas. Commerce Department's Economic Development Admin- 


istration also gets $275 milion. 


$11 billion in loan guaranties for business investing in distressed areas would 
be made by new National Development Bank. Loans could be subsidized 


down to 2.5%. 


$200 million in tax reduction would be given businesses through an additional 
5% investment tax credit, on top of the current 10% that Carter already has 
proposed extending to structures as well as equipment. 


$1 billion a year would pay for hiring 60,000 of the unemployed on “soft” public 
works projects—renovating and weatherizing public buildings, for exam- 


ple. 


$1.5 billion in tax reduction would go to businesses hiring workers from Labor 
Department's CETA program. Credit would be $2,000 for first year. 


$200 million proposed for new facilities to help revitalization of needy commu- 


nities. 


$200 million would be parceled out to states that adopt tax and grant programs 


to help their cities. 


Citicorp will sue to keep Advance 


The Federal Reserve Board has turned 
down for the second time a request by 
Citicorp to retain ownership of the 
nation's second largest mortgage bank- 
ing company, Advance Mortgage 
Corp. of Southfield, Mich. 

But Citicorp, which also owns the 
nation's second largest commercial 
bank, said it will take the Fed to court 
to try to retain the subsidiary, which it 
has greatly enlarged since it acquired 
it in 1970. The Fed's order requires it 
to sell the company before 1982. 

Citicorp lawyers filed an appeal of 
the Fed's decision with the U.S. 
Second Circuit Court of Appeals 
March 23. A Citicorp spokesman said 
the holding company feels the Fed's 
decision “is defective in substance and 
procedure.” 

Advance’s growth. The Fed said it 
found no evidence in reconsidering 
Citicorp’s ownership that would “out- 
weigh” the damage to actual and 
potential competition and concentra- 
tion of financial power that it found 
earlier. It first ordered the divestiture 
in 1973 but agreed to reconsider it at 
Citicorp’s request. 

Advance was the nation’s fourth 


largest mortgage banker when Citi- 
corp bought it in 1970. It had a mort- 
gage servicing portfolio of $1.5 billion. 
Since then, it has doubled its serviced 
mortgages to $3 billion and raised its 
number of field offices to 44, more 
than twice the number it had in 1970. 

Under Citicorp, the company also 
expanded beyond one to four-family 
loans into mobile-home loans, second 
mortgages and financing for mobile- 
home dealers, the Fed said. 

A recession lender. The Fed said it 
recognized that during the 1974 reces- 
sion Advance sharply increased its 
lending while the mortgage banking 
industry remained essentially flat, but 


it said an analysis of the loans showed 
the company was putting its emphasis 
on contruction lending, as opposed to 
residential housing. Those circum- 
stances “do not entirely support” the 
company’s claim of a “special role in 
residential housing,” the central bank 
said. 

The Fed’s key argument for divesti- 
ture, however, was that Citicorp was 
big enough to enter the mortgage- 
banking industry with a new company, 
or through the acquisition of a much 
smaller firm than Advance. 

— ROBERT DOWLING 
McGraw-Hill World News, 
Washington 


FmHA thermal rules delayed 


District Court Judge George L. Hart 
Jr. has issued a preliminary injunction 
preventing the Farmers Home Admin- 
istration (FmHA) from imposing new 
thermal performance standards that 
homebuilders have claimed were tech- 
nically deficient and would add to the 
cost of building homes and apartments 
under FmHA programs. 


Judge Hart issued the order at the 
request of the 96,000-member Nation- 
al Association of Home Builders 
(NAHB), whose members built the 
majority of the 90,000 FmHA housing 
units constructed last year. 

The preliminary injunction replaces 
a temporary restraining order handed 
down by Hart on March 14. 
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Rentals: Numbers still don’t work 


For multifamily starts, 1978 may be a 
vintage year—perhaps the best year 
since the 1971-73 boom. That news, 
however, may be only the silver lining 
within a darkening cloud. 

According to “U.S. Housing Mar- 
kets” —a quarterly survey of housing 
trends compiled by Citicorp Realty of 
New York and Advanced Mortgage 
Corp. of Detroit—multifamily starts 
should top 700,000, a 30% jump over 
1977. 

Conventionally financed rental 
apartments, however, will make up 
only half the year’s total. Over 
200,000 starts will be federally subsi- 
dized—nearly 30% of the total. Con- 
dos will gobble up around 20% of the 
multifamily pie. 

‘Bad news.’ “It’s good to have so 
much activity,” says Edward N. 
Kelley, a property management con- 
sultant based in Oak Brook, Ill. “But 
the fact that so much of it is govern- 
ment sponsored is bad news for the 
industry. The economics of conven- 
tional rentals simply are not good and 
1 don’t see them improving much in 
the near future. 

“If anything," Kelley notes, "I see 
even more government subsidized ac- 
tivity in the immediate future." 

Kelley's sentiments, and those of 
other private builders, developers and 
investors, were echoed by a Minnesota 
apartment builder, Sam Taube, in 
testimony before the House Ways and 
Means Committee in Washington. 
Citing remarks by HUD Undersecre- 
tary Jay Janis—who predicted that 
HUD's share of the multifamily market 
might jump to 60% by 1979 without 
any change in the current tax laws— 
Taube termed the Janis forecast “a 
tragic consequence of the erosion of 
incentives to invest in rental housing.” 

Rents. While new construction of 
conventional rentals simmers on a low 
flame, occupancy rates continue to 
climb, the Citicorp survey says. As 
demand for rental apartments has 
increased, rents have skyrocketed in 
areas such as Orange County, Calif. 
and Denver. Yet even substantial rent 
increases are not spurring private 
apartment builders to reenter the 
market. 

Explains Philip Kozloff, president of 
Citicorp Real Estate: “Some existing 
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apartment complexes are posting large 
rent increases—some as often as twice 
a year. Financing for new projects 
should be quite favorable all this 
year. 

“Yet this isn’t turning on new 
construction except in markets where 
land and building costs are low—these 
are mainly in the Sun Belt or in 
smaller cities—or in other areas where 
premium rents are obtainable.” 

In areas such as California and the 
moribund Northeast, Kozloff says, 
“even several years of 10%-plus rent 
increases aren't enough to make the 


Citicorp's Kozloff 
Sees a good year 


numbers work for unsubsidized new 
construction. As fast as rent scales 
reach a target number per square foot, 
costs and operating expenses rise to 
make the target obsolete." 

A skeptic. Charlotte, N.C., is a 
small but expanding urban area. And 
at least one local apartment builder 
and property manager— Frank Head- 
en, president of Frank Headen & 
Associates—is skeptical about the 
Citicorp/AMC survey. 

Says Headen: “I think most of these 
high-occupancy figures we're seeing 
are a bunch of crap. They may hold 
true for high and upper middle-income 
projects but the middle-income com- 
plexes around here are around 92% 
full. These people aren't renting apart- 
ments any more. They're buying single 
family." 

And figures on building permits, 
Headen contends, “are deceptive.” In 
Charlotte last year, he explains, 
"around 500 multifamily permits were 
issued. Half were for subsidized units 
and many of the rest were for addi- 
tions to existing properties that were 
under construction when the bottom 


dropped out a couple of years ago." 

Headen discounts the Citi 
corp/AMC forecast as “not realistic.’ 
Along with other builders and propert 
managers, Headen predicts that 1978 
multifamily starts “will be righ 
around 500,000, certainly no more 
than that.” His forecast matches 
NAHB's and is well above the 300,000 
seasonally adjusted rate predicted by 
the Federal Home Loan Bank Board. 

Atlanta recovery? Housing Markets 
claims that conventional activity is 
picking up in a small way in New 
York, Philadelphia, Detroit, Minneap- 
olis, Miami, Denver and San Fran- 
cisco. It sees no significant increases in 
conventional development in Chicago, 
Washington or Los Angeles. In Atlan- 
ta, however, multifamily construction 
is reviving after a long illness. 

“Га guess about 3,500 conventional 
rental units will be built here this 
year," says Edward Hart, general 
manager of ATL Development Co. of 
Atlanta. “Thats way down from the 
27,000 units started in '73 but up from 
2,000 last year. In this area only 
conventional rentals are built — по con- 
dos." 

A Dallas surge. Dallas, which slowed 
in conventional multifamily construc- 
tion, appears to be on the rebound — 
with a vengeance. 

“It doesn't make sense not to build 
here," declares Larry Thomas, presi- 
dent of Equity Management Corp. of 
Dallas. “Conventional starts are high- 
er here than they were in '73. Our 
major problem is finding enough 
contractors. 

“The biggest change in the conven- 
tional multifamily market is that areas 
that weren't previously considered tra- 
ditional apartment areas now are 
prime locations." 

As an example, Thomas points out 
that a large parcel of raw land outside 
the city —in an area that was virtually 
undeveloped just a few years ago— has 
been purchased by Murray Financial 
Corp. a real estate and property 
management company based in Dallas. 
"They've put the land up for sale in 
25-acre increments and its selling like 
crazy." Permits have been issued, he 
says, for 2,500 conventional apartment 
units “and there's demand for another 
2,500." 12218 
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What we're up to now has a lot to do with what we've been 
up to for the last 15 years. We were the first to make a 
commitment to fiberglass and have continually developed 
new technology in manufacturing resulting in superior 
products. Year after year. 

And just take a look at our dazzling new line up for 
'78. It all begins with our brand new Luxury Tub. The 
ultimate in comfort and elegance. A high back 
ledge and integral arm rests along with 
fiberglass "warm" provide maximum 
comfort. And it's so chic. 

Then, there are our brand new 


Safe-Tub features: a non-skid bottom and new grab bars 
that meet HUD 250 Ib. requirements. We also have a new 
showerstall for the handicapped. And all kinds of other 
great bath ideas from a compact 32" shower to our 
extravagant Cabanabath ІІ. For colors, we offer 
Blue, Green, Gold, White and rich Creme. 

When you go with U/R you know you're 
getting real quality. A product that's designed 
beautifully, made superbly and tested thoroughly. 
Remember, not all fiberglass is created equal. 
With U/R, your customers are getting nothing short 
of the best. And that makes you look very good. 


U/R Division of Universal Rundle Corporation, 217 North Mill Street, New Castle, Pa. 16103 
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Kenmore. Our nz 


Kenmore appliances 

have the highest 
‚ brand loyalty 
in the industry. 


Your customers have grown up with Sears. Take our deluxe kitchen group, the Lady 
They know our appliances have the quality Pleaser. Featuring our most asked for applianc 
and reliability built-in. And they know we from microwave oven to laundry equipment, 
stand behind them all with one of the largest the Lady Pleaser goes all the way for luxury. 
service networks in the industry. Luxury, not extravagance. 

And Sears means a great deal more. Styles. And Kenmore has the right appliances f 


Colors. Features. And all at competitive prices. you in every price range. 


So when you're ready to install appliances, 


oose the name that can help you sell. 
ıoose Kenmore. For further information 
out Sears Contract Sales just fill out and 
turn the coupon, or call your nearby Sears 
mtract Sales Office. 


enmore. Solid as Sears 


A B Sears. ebuck а > 7 
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elps you sell. 


| | [Sears] Contract Sales 
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| О Send brochure [Have Contract Sales Specialist call 
| О Send address of nearest Contract Sales Office 


| 

| New Na ame 

| Position E ao a " 

| Firm Гәр кл н ZU 

| Дайна”. >. Sa vi uA eee Pane. AFET р 
| City ] State Zip 


Sears Contract Sales 
| Dept. 733G, Sears, Roebuck and Co. 
| Sears Tower, Chicago, Illinois 60684 
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Andersen Perma-Shield' Windows 


CURB HIGH-RISING 
MAINTENANCE 
COSTS. 


Five Riverside Towers is a spacious, ele- 
gantly appointed 11-story high-rise, located 
just three blocks from the heart of down- 
town Binghamton, New York. 

The architect designed the apartment 
building for tenant comfort and conveni- 
ence. And to keep owner heating and main- 
JB tenance costs at a minimum. 

Ц. | That’s why Andersen® Perma-Shield® 
Casement Windows were specified. 

They’re made of wood, one of nature’s 
best insulators. And sheathed in long life, 
low maintenance rigid vinyl that doesn’t 
rust, pit or corrode. 

Double-pane insulating glass can re- 
duce conducted heat loss by at least 47% 
compared to single glazing without storms. 

And, unlike the leaky, drafty kind, 
Perma-Shield Windows are two times more 
weathertight than industry air-infiltration 
SATURNE standards. To help seal out dust and drafts, 
Ye! ЗҮР BOAR help save on heating and cooling costs. 

So, if you want to keep high-rising fuel 
and maintenance costs under control, spe- 
cify snug-fitting Andersen Perma-Shield 
Windows in your next building. 

For more details, see Sweets, File 8P. 
Or call your Andersen Distributor or Dealer. 
He's in the Yellow Pages under “Windows.” 
Or write us direct. 
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PERIMETER SEALANT+ 


2 MIRAWALL PANEL 


The beautiful,carefree way to save fuel." 


® a ® 
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MIRAWALL NEL OPERATING SASH 


Five Riverside Towers, 
Binghamton, N.Y. 
Gers agn АА 
eorge E. Yurchison, A.I.A., 
Rochester, N.Y. A | ' 17 
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A Houston slump? Houston’s expan- 
sion binge may be ending, the Citicorp 
survey indicates. Over 20,000 apart- 
ments were completed last year’ in 
Houston but its vacancy rate jumped 
two points between October and Janu- 
ary, and it promises to climb steadily. 

While many private builders have 
been squeezed out of the convention- 
ally financed rental market, institu- 
tional investors—such as insurance 
companies — are entering it all over the 
country. Such investors are willing and 
able to absorb low yields on apartment 
projects for two or three years while 
they raise rents to meet their costs. 
Eventually they expect to turn sizable 
profits on their multifamily invest- 
ments. 

Some apartment builders, such as 


Atlanta’s Ed Hart, look somewhat 
askance at such investors. 

“I know its being done all over,” 
Hart says, “but I can’t see going into a 
project and expecting to take a loss or 
just to make debt service for three 
years. We expect an immediate return 
on our investment.” 

Others, like Frank Headen, approve 
of the new money. “It’s like buying a 
stock that’s down, for a low price, and 
watching it increase in value. In an 
area like this—where only a couple out 
of the five biggest apartment builders 
from five years ago are still in busi- 
ness— we need something to fill the 
void." 

And that's not all, Headen adds. 
“They give some stability to this busi- 
ness. Unlike some of the rest of us, 


they have the funds to see the 
through the lean periods." 

Hope. Despite the multifamily mar 
kets apparent murkiness, Citicorp’ 
Kozloff is optimistic. “A year ago," h 
declares, “most income lenders would 
rather have looked at a shopping 
center or a credit-secured project than 
a new apartment. This year the trend 
has turned around. Good apartments 
rank high on their list." 

Mortgage rates on new apartments, 
he notes, **have risen less than on other 
income properties. They now stand at 
93475-95475, up about 4% from the low 
of last summer and fall. Even if rates 
rise another '4% this year, this 
shouldn't be enough to discourage 
most of the really good projects." 

— TOM ALLEN 


New warnings on house prices 


Two key federal government officials 
have given the housing industry some 
depressing news about the current and 
future price of shelter. 

Philip C. Jackson Jr., a member of 
the board of governors of the Federal 
Reserve System, and Jay Janis, under- 
secretary of the Department of Hous- 
ing and Urban Development (HUD), 
addressed the annual Washington leg- 
islative conference of the National 
Association of Realtors. 

“The prospects of major government 
intervention in the price of your 
product is reasonable to expect," Jack- 
son said, “апа I think it represents a 
great danger.” 

The price of existing single-family 
homes, he said, is rising faster than 
disposable income. The fact that 
homes are affordable at all is due to 
the increasing number of two-income 
families, Jackson added. 

Tighter money. On top of the price 
escalation, Jackson warned, mortgage 
money is becoming both scarcer and 
more expensive. He pointed to the 
reduction of inflows into thrift institu- 
tions in recent months and the slow but 
steady rise in interest rates. 

These trends will push more people 
into the rental market, which already 
is depressed, with a low vacancy rate 
and a scarcity of new multifamily 
building starts, Jackson said. The net 
result, he predicted, will be additional 
pressures for rent controls, prohibi- 
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tions of conversion from apartments to 
condominiums and other restrictions 
on the free market. 

“I don’t want to see this happen any 
more than you do,” Jackson said, “but 
the federal government is powerless to 
prevent it. The only way you can 


Fed's Jackson 
"А great danger’ 


prevent these restrictions on the way 
you conduct your business is by 
making your voice heard, he said. 

“You have to inform the nation that 
only the private, free market system 
can get our people housed. It’s not 
going to be done by the government.” 

Prices. Janis agreed with Jackson’s 
assessment of the diminishing afforda- 
bility of housing and cited some addi- 
tional causes. 

“According to the Census Bureau,” 
he said, “the median price for a newly 
constructed home in January 1978 was 
$51,700, while in 1973, just five years 
ago, it was $32,500. That is an 
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increase of 60%, twice the increase in 
median family income during the same 
period.” 

Janis identified the components of 
what he termed “the greatest triple 
threat to achieving the national goal of 
a decent home” as the cost of regula- 
tion, the cost of the cyclical boom-and- 
bust movement of the mortgage mar- 
ket and the cost of indifference. 

As examples of indifference, he 
mentioned restrictive work rules on the 
part of construction unions, the drain- 
ing a few years ago of American 
lumber by the Japanese housing mar- 
ket and instances of building materials 
suppliers indiscriminately raising 
prices with no apparent justification. 

‘Nobody cared.’ “For many years,” 
Janis said, “these practices persisted 
because nobody cared enough to raise 
a fuss." 

He blamed unnecessary government 
regulation at all levels as one of the 
chief culprits in housing inflation, 
conceding that the federal government 
“imposes a host of cost-increasing 
controls, such as environmental re- 
quirements.” 

Janis concluded by returning to his 
theme of indifference. 

“It’s an issue involving everyone,” 
he said, “manufacturers, builders, 
labor unions, state and local govern- 
ments, environmentalists, local build- 
ing code enforcement agencies and 
HUD and the federal government.” 


All the while Modernfold® has been 
uilding a name as the innovator in 
olding partitions for the commercial and 

institutional market, we’ve been develop- 
ing the folding partition for the single 
and multi-family home. Now it’s available 
for residential use. 

WOODMASTER, for economy in space, 


price and energy. In authentic wood- 
grains that are designed to turn your 
lookers into buyers. For the full story on 
a practical new folding partition for your 
homes check the Yellow Pages for your 
Modernfold distributor or dealer, or 
write Modernfold, P.O. Box 310, New 
Castle, Indiana 47362. 
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Woodmaster 


A great way to hide or divide any space. 


An American-Standard Company 
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You can make your selling job 
easier—and cut your home buyer's 
heating bills up to 24%—by using 
STYROFOAM brand insulation 
from roofline to frostline. 


On frame walls, just substitute 
STYROFOAM brand insulation for 
ordinary sheathing. It handles and 
installs easily and economically. 
And tests show it can cut heat 
loss by 14%. 


The tests, conducted by Ohio 
State University under a grant 
from Dow Chemical U.S.A., com- 
pared energy costs of homes 
identical except for insulation 
systems. (Write for test 
procedures and results.) 


Outside the foundation, apply 
sheets of STYROFOAM brand 
insulation down to or below the 
frostline. Applied in this way, real 
life energy calculations indicate 
that STYROFOAM brand insulation 
will cut heat loss an additional 
10%. 


Analysis indicates that 
STYROFOAM brand insulating 
sheathing cuts energy costs by 
working three extra ways to 
improve insulation performance: 


Cuts conduction heat loss 
STYROFOAM brand insulation 
insulates the entire wall, not just 
the space between the studs— 
significantly cutting conduction 
heat loss. 


Reduces air infiltration 

Because of its snug-fitting tongue 
and groove design, STYROFOAM 
brand insulation can greatly 
reduce air infiltration. Summer 
and winter. 


STYROFOAM brand 
nsulation can cut your homes' 
heating costs up to 24%: 


Helps batts work better 
STYROFOAM brand insulation can 
minimize “convective looping.” 

By keeping the wall cavity warmer, 
it makes batt insulation more 
effective. 


Energy savings sells 


Today’s home buyers are sold on 
saving energy. So you can make 
your selling job easier by offering 
them lower energy bills. For full 
information, contact your Dow 
Representative. Or write: The Dow 
Chemical Co., STYROFOAM Brand 
Insulation, Midland, MI 48640. 
TSome homes will perform better, others not as 
well. Energy savings will depend on factors such 


as climate, fuel type, workmanship, house design 
and living habits of the occupants. 


STYROFOAM 


BRAND INSULATION 


* 


* Trademark of The Dow Chemical Company 


STYROFOAM brand insulation is combustible and should be properly installed. A gypsum board interior finish should be used 


in residential construction. For specific instructions see Dow literature available from your supplier or from Dow. 
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WASHINGTON 


From folks who gave you Pruitt-lgoe 


Here's another demolition job, in Dixie; and HUD says there'll be more 


A classic housing scandal has popped 
into the spotlight once more. 

It's the $4.3-million, 325-unit Rock- 
dale Apartments project in Atlanta, a 
221(D)3 project that had to be demol- 
ished in December 1976. That was 
about eight years after it got a green 
light from HUD’s Atlanta regional 
office and six years after it was 
completed. 

Rep. Elliott H. Levitas (D., Ga.), 
who has pushed HUD and Congress to 
investigate the scandal, said that the 
completed project “was not fit for 
human habitation" and that official 
estimates found it would cost $1.4 
million more to bring the completed 
units up to Atlanta housing code stan- 
dards. 


Pruitt-Igoe debacle 


The Pruitt-Igoe public housing 
project, built in St. Louis at a cost 
of $36 million to the federal 
government, had been completely 
demolished by the middle of last 
year. 

Originally conceived as the ulti- 
mate in low-income urban living, 
the ll-story project on 57 acres 
became a hotbed of rape, robbery 
and vandalism where even police 
feared to tread after nightfall. At 
peak occupancy, the project housed 
nearly 10,000 people. When HUD 
finally decided to demolish its last 
buildings three years ago, only 587 
residents called it home. 


*Wasteful boondoggle.' From the 
beginning to end "everything went 
wrong," Undersecretary Jay Janis told 
a House housing subcommittee. 

Levitas first brought the project to 
the attention of Housing Secretary 
Carla Hills and then told Patricia 
Harris about it. 

“My main concern," Levitas said 
later, was that “nobody in HUD seemed 
to be terribly upset about this situation 

. This wasteful boondoggle was 
accepted—albeit regrettably—as the 
normal, routine way of life, and HUD 
personnel seemed prepared to move on 
to the next fiasco." 

No indictments. HUD officials still 
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take this line. One of Secretary Harris’ 
top aides said recently, “You’re going 
to have projects like that," and he said 
that only one-half of 1% of the 800,000 
subsidized units built in the last 10 
years have been demolished. 

Janis freely admitted to the commit- 
tee that "almost every entity in the 
department (HUD) involved with the 
project was in some way at fault." But 
he did not stress that he and Patricia 
Harris allowed the statute of limita- 
tions to run out on a handful of HUD 
officials whom the U.S. attorney in 
Atlanta wanted indicted. 

One HUD inspector resigned as soon 
as the scandal was uncovered by 
Reporter Barry Henderson in The 
Atlanta Constitution a couple years ago. 
Another HUD official died. Four others 
were given slaps on the wrist by HUD: 
14 day suspensions for two of them, 10 
days for the other two. 

The owner of the project was David 
L. Rosen, president of the Romax 
Construction Co. of Atlanta. The 
architect was Albert James. James 


told the House committee that Rosen 
received back from James $85,000 o 
the fee that he, Rosen, had paid to 
James for services as an architect. 

A how-not-to lesson. At the begin- 
ning, Janis said, the site was “poor” (a 
severely sloped former rock quarry) 
and at the end, “the department's deci- 
sion to demolish the project was made 
haphazardly." 

The builder abandoned the project 
when it was two-thirds completed. 

Atlanta's HUD officials went through 
with the final loan closing knowing at 
first hand the poor quality of the 
construction. 

Janis told the committee that, under 
HUD's new management directives, 
another Rockdale is not likely. But 
privately, HUD officials cheerfully sug- 
gest that the pressure to boost subsi- 
dized housing production, launched by 
the Carter-Harris administration, 
makes it a certainty that similar scan- 


dals will occur. — DON LOOMIS 
McGraw-Hill World News, 
Washington 


Housing allowances derided 


The Washington officials who propose 
to end housing subsidies and distribute 
the same money to needy families have 
just taken another knock from the 
General Accounting Office —the agen- 
cy Congress relies on to evaluate 
government programs. 

The GAO says the housing-allowance 
research program launched by the 
Department of Housing and Urban 
Development in 1970 “will not provide 
the answers" to help housing leaders 
decide "the feasibility of a national 
cash allowance program." 

The experiment involves cash pay- 
ments to 22,000 families in 12 cities at 
a cost that may reach $250 million. 

Flawed test. The GAO says the 12 
experimental sites selected “were too 
few, and they lacked the characteris- 
tics typical of the major urban areas 
they were intended to represent." The 
research program, the agency added, 
won't support “а reasonable projection 
to a national program.” 

The experiment was also oversold, 


tbe GAO says. The HUD leadership 
didn’t tell Congress of the program’s 
limitations, the GAO said, and hence 
“raised its expectations too high.” 

Congress should step in, says the 
GAO, and decide whether the program 
"should be continued.” A national 
program could cost from $7.6 billion to 
$11.1 billion a year. 

Family spending. The GAO notes that 
in Green Bay, Wis., a housing allow- 
ance averaging $25 a month to 2,400 
families produced no evidence that it 
put pressure under rent levels. On the 
other hand, the Green Bay results— 
which are the most complete—show 
that families in the program “һауе not 
increased their housing expenditures." 


CORRECTION 
In “Builders in Dallas: Prosperity Inc.” 
[HousiNG, March], HUD Undersecretary 
Jay Janis was misquoted. Instead of 
predicting 1.6 million housing starts for 
1978, Janis stuck with the same 1.8 million 
starts he had forecast in November. 
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\VDOUBLE BLACK GLASS, P-7 SELF-CLEANING OVENS, COOKTOP WITH GRILL GRIDDLE. 
— 
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З Dick: “One reason many builders 
| chose a General Electric built-in oven with 
Î separate cooktop and hood is that they can 
I be separated. Counter space can be provided 
on both sides of the surface cooking area and 
alongside the oven. Cooking is easier. 
“Tt’s installed at just the right height, 
| S] | too. A cook never has to bend over to take 
DICK RENNEY Nae something out of the oven.” 
ү Dale: “Another good feature is the 
VSINGLE P-7 HARVEST OVEN—AUTOMATIC TIMER, COOKTOP, HOOD. controls for the JP656 cooktop. It’s a GE 
ÎÎ exclusive to put them in the matching hood. 
Э That way, ће controls аге out of the reach of 
children, and the cooktop has a cleaner look. 
“Last, but certainly not the least, if 
anything goes wrong, GE Customer Care? 
service is there. So the builder never has to 
worry about providing appliance service.” 
ee Ss ай Both: “All in all, we think General 
VDQUBLE BLACK GLASS, MICROWAVE TOR F-7 BOTTOM, СМ ooon. Filectric built-ins can make a big difference 
: а in selling ahome. And GE offers a complete 
variety of built-ins, from standard single 
ovens to P-7® self-cleaning ovens to double 
ovens with P-7 and double ovens with 
microwave.” 

Take advantage of over 30 years of 
consistent service to builders. Call your 
local General Electric Contract Sales 
Representative. 


DALE LOOP 
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DOUBLE P-7 ALMOND OVENS, HOOD, COOKTOP—OVERHEAD CONTROLS. 
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I'm Tony Harvill, General 
Manager of Today's Caradco .. . 


Good quality, on time delivery 
and advanced wood window 
design techniques can only be 
achieved through the efforts of 
good employees dedicated to 
teamwork. 


ere at Caradco we feel we һам 
sembled the finest group o 
nagers and employees in the 
woodwork industry. 
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Our goal for 1978 is “total === 
—————3 customer satisfaction" —to = 
— achieve this the entire Caradco p" 
— team is dedicated to the above | 
—— commitment. 
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— Window and Door Division SMS. 
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ED LIKE TO 
AMMER HOME A 
POINT FOR THE 
JVERHEAD DOOR 
OMPANY. 


Your reputation as a homebuilder is 
only as good as the quality of the products 
you put into your home. 

When you take pride in building a fine 
home, then you also care about every detail of 
construction. Right down to selecting the 
smallest nail. Not every buyer sees each bit of 
care you've exerted, but it shows. In time, as 
that attention to quality is proven by continued 
performance, your reputation for excellence 
is assured. 

At the Overhead Door Corporation we 
understand that pride. It's the same way with us. 
From the day we invented the first 
upward -acting sectional door, we've never 
compromised with quality. For 57 years we've 
built an unquestioned reputation as the best 
name in the business for garage doors and 
automatic opener systems. 

The quality of our Touch 'N Go™ automatic 
garage door opener system is well proven, and 
с homebuyers аге now seeing it on network 

. There are four models to meet every budget 
and building need and none are better. Our 
nationwide network of highly qualified 
distributors work with you to install, service 
and warranty all our products. They’re people 
you can depend on. We back them up and we're 
the oldest and largest corporation in our industry. 

Just call the Overhead Door Company in your 
city — we'll prove our point. Our Touch 'N Go 
system and garage doors are the kind of quality that 
give you a good reputation as a homebuilder. 


And that's a fact. tHe 
WEE, 
- 


| 
| 
| 


TRADE MARK 


Overhead Door Corporation, P.O. Box 222285 
Dallas, Texas 75222 (214) 233-6611 
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Dallas in-town project is on the ropes 


After more than two years of planning, 
it appears that Fox & Jacobs is 
hedging its $80-million bet on the 
future of downtown Dallas. 

Early last spring [H&H, March '77], 
the builder announced plans for an 
800-unit single-family detached devel- 
opment—at $40,000 to $80,000 per 
unit—'*within walking distance" of 
downtown Dallas. The project, the 
company said then, would get under 
way in 1978. 

So far, however, there's been no 
groundbreaking, and the future of the 
in-town experiment is in question. 

Demand. Fox & Jacobs' problem is 
not a lack of demand. Explains George 
Field, F&J’s chief of land acquisition 
and in-town development: 

"The demand was there and will 
always be. The problem is the land." 

In April '76, the company began 
buying up land through a trustee. The 
area contained small commercial 
buildings and deteriorating housing. 
To complete the development as 
planned, F&J needed 80 acres. Field 
says the company has managed to buy 
only 50 acres— for about $3.5 million. 

“Tt looks like a checkerboard down 
there," he explains. “Our difficulty has 
been in getting the land we need and 
getting it platted. For reasons Га 
rather not go into, it's been a very 
frustrating process. So frustrating that 
we've stopped acquiring land." 

Shrinkage. The company's plight 
has caused alterations in the develop- 
ment's original dimensions. The 800 
units have been cut to 500 units that, if 
they are ever built, will sell at $60,000 
to $90,000 each. 

Fox & Jacobs, a subsidiary of 
Centex Corp. of Dallas, was scheduled 
to announce its definitive plan for the 
development's future, if any, on Febru- 
ary 28. The day came and went 
without a decision. 

“I hate to seem evasive,” Field says, 
"but there's a lot of fog hanging 
around here. I'd like to be able to say 
that we're leaning one way or the other 
but we aren't. Everything is up in the 
air." 

Asked about the date of F&J's next 
day of decision, President David Fox 
said, “in about eight months." But 
even he isn't certain. 


Social overtones. If the Fox & 
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suburbs. 
Why the move 


alder Fox 
pes $80-million 
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Announcement of Fox & Jacobs project was carried in HOUSE & HOME in March 1977. 


Jacobs attempt to bring single-family 
homes to the downtown area is 
tabled—as appears likely—urban 
planners and city politicians across the 
country will be dismayed. When it was 
announced a year ago, the develop- 
ment represented a marked change of 
direction for a company regarded as 
one of the nation’s biggest and most 
innovative suburban homebuilders. 
Most importantly, F&J purchased its 
central city land as a private developer 


and without the aid of eminent domain 
or Washington money. 

The experiment, it was hoped, would 
encourage other homebuilders to enter 
the urban housing market. 

If the company decides to end its 
apparent dilemma by scrapping its in- 
town plan and returning to the more 
familiar suburbs, the city will buy 
back the land—at cost—in the hope of 
finding another builder willing to take 
a calculated gamble. —TOM ALLEN 


Builders post sales gains 


Building companies are finding that 
1977 was a good year for their balance 
sheets. Sales and earnings reports are 
just beginning to show how good. 

Broadmoor Homes of Irvine, Calif., 
for instance, topped $120 million in 
sales, almost doubling its previous 
year’s volume of $65,282,000. The 
builder, a subsidiary of Canada’s 
Genstar Ltd., doesn’t break out earn- 
ings. New-home closings: 1,575, com- 
pared with 797 a year earlier. 

U.S. Home, coverting to a calendar 
year, earned $14,684,000 on revenues 
of $433,355,000 for the 10 months 
ending December 31, compared with 
$10,615,000 on $413,511,000 for the 
12 months ended February 28, 1977. 

Miami-based Lennar Corp., which 
lost $475,000 (14¢ a share) on reve- 
nues of $55,475,000 in fiscal 776, 
earned $3,324,000, or $1.01 a share, in 
the year ended last November 30. 
Revenues climbed to $83,375,000. 

Centex’s big nine. With its best third 
quarter in history, Centex’s earnings 
rose 41% to a record $21,825,195 —ог 
$1.50 per share—for the nine months 
ended December 31. Volume for the 


three quarters increased 29% to 
$460,963,938. Net income from home- 
building, up 76% from the year-ago 
period, accounted for 46% of total 
earnings. 

City Investing Co. earned $82.5 
million in calendar '77, well ahead of 
the previous year's restated $44.3 
million. Per-share earnings improved 
from $1.37 to $3.01, or $1.29 to $2.29 
fully diluted. Revenues, up 21% for the 
year, came to $3.07 billion. 

Dart Industries’ resort operations, 
which had a $15.3 million deficit on 
sales of $10 million in '76, made a 
strong recovery last year. Losses were 
trimmed to $1.9 million and volume 
increased to $16 million. 

The MGIC show. Milwaukee's 
MGIC Investment Corp., the mort- 
gage insurer, netted a record 
$45,722,000 on volume of $199.4 
million— gains of 80% and 16%—in 
1977. Per-share profit increased by 
88¢ to $2.03, also a record. Pre-tax 
income from mortgage insurance rose 
to $50.5 million, up 29%, and applica- 
tion volume totaled $11 billion, a 49% 
increase. 


“As builder, owner and manager of 

70 developments in 16 states, we need 
products that'll not only attract tenants, 
but outlast them. 


"That's why we use Scheirich cabinets,’ 


Phillip L. Colbourne 
Warren Properties 
Rancho Santa Fe, California 


“With Scheirich Gardencourt cabinets we get the type of 
product tenants want—a quality cabinet that always looks 
good and that’s easy to clean. And we get the product we 
need—a stylish cabinet that’s reasonably priced and ex- 
tremely durable. One that is tough enough, in fact, to with- 
stand tenant use for years to come. 

“But most important to us is that Scheirich has never 
missed a delivery date in more than five years. That's espe- 
cially vital to us because, with so many locations through- 
out the country, we don't want to worry about delivery 
dates. And with Scheirich we don't have to!’ 

For more information about Gardencourt cabinets, 
contact your local Scheirich distributor, or write: Joe 
Scheirich, H. J. Scheirich Co., P. O. Box 21037, Louisville, 
Kentucky 40221. 


SCHEIRICH 


FINE FURNITURE FOR THE KITCHEN AND BATH 


House in Mobile, Alabama is evidence of that philosophy. It offers apartment dwellers well-constructed, stylish apartments at 
an affordable monthly rent. 

| Warren House features 107 units, all completely furnished, in three sizes—studio, опе апа two bedroom apartments. The 
Warren House development also includes a swimming pool, tennis courts, barbecue, recreation room and sauna bath 
Monthly rents start at $169. 
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THE COURTS 


Housing for poor wins in high court 


The Supreme Court has refused to set 
national rules in two contentious areas 
involving publicly aided housing for 
the poor. In denying the applications 
to review lower court rulings, the 
justices in both controversies left 
standing rulings favorable to those 
pushing for the projects in question. 
In Philadelphia, that ruling ordered 
the city to “immediately take all 
necessary steps” to get a 120-town- 
house project built in the Whitman 
section. The project has encountered 
community opposition since work 
started in the all-white neighborhood 
in 1971. Neighborhood opposition to 
the new housing, expected to draw 
primarily black tenants, was so great 
that pickets blocked construction 
equipment and delivery trucks that the 
developer, Multicom Construction 
Corp., could not continue work. The 


Which anti-bias law should you obey? 


Charges of racial steering and other 
violations of the Federal Fair Housing 
Act are contained in a complaint that 
has been filed with the Department of 
Housing and Urban Development 
(HUD) in connection with a housing 
ordinance enacted by the village of 
Park Forest South in Illinois. 

Realtor John Towner, who filed the 
complaint, says he is caught between 
the federal and state laws and local 
housing ordinances. The practice of 
attempting to direct a homeseeker 
away from one area and toward 
another area, which is the object of the 
Park Forest South ordinance, is called 
steering, a practice expressly prohib- 
ited by federal law and the laws of 
many states. 

In addition to federal sanctions, a 
real estate agent in Illinois who is 
found to have engaged in steering can 
have his real estate license revoked by 
the State. 

Dilemma. Towner said, “If I comply 
with the village ordinance I run the 
risk of federal and state sanctions for 
violating the law. If I do not comply 
with the village ordinance I run the 
risk of substantial fines and other 
locally imposed sanctions.” The dilem- 
ma in which Towner finds himself is 
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city’s refusal to provide police protec- 
tion to the company and other legal 
roadblocks eventually halted all work. 

Philadelphia’s stand. The lower 
courts decided that the city had 
violated the 1968 Civil Rights Act 
because halting the project had a 
racially discriminatory effect, even 
though there was no finding that the 
move had been made for anti-black 
reasons. 

Philadelphia had argued that the high 
court should reverse that finding, because 
it gives more sweep to the rights laws than 
other decisions. The city said incidental 
discriminatory effect of neutral policies is 
not unlawful. 

Church and state. In the other case, 
it was also the local government that 
was opposing a new development for 
low and moderate-income families. 

The town of Scituate, in Massachu- 


typical of that which other real estate 
agents are facing. 

Towner’s action is being fully sup- 
ported by the Illinois and National 
Associations of Realtors, as a test case 
to determine which of the conflicting 
laws real estate brokers are obligated 
to follow: local ordinances which 
require steering or federal and state 
laws which prohibit steering and 
require equal opportunity open hous- 
ing and individual freedom of choice in 
the home selection process. 

Quotas. According to the complaint, 
the village’s amended Fair Housing 
Ordinance attempts to limit the avail- 


Japanese prefabber declares bankruptcy 


One of Japan’s largest housing prefab- 
bers, the Eidai Sangyo Co., has 
declared bankruptcy in Osaka with 
debts estimated at $750 million. 

The company employed 2,600 
people and was Japan’s top plywood 
supplier. It expanded into prefab 
housing in 1962 and was the third 
largest such company by 1972, selling 
15,000 single-family houses that year. 

The oil crisis of 1973 reduced 
consumer spending in Japan, however, 


setts, rejected an application to buil 
the project, but the refusal wa 
reversed by a housing appeals commit 
tee. The city then went to court with a 
new argument: Since the sponsor o 
the project, the planning office for 
Urban Affairs Inc., is a part of the 
Catholic archdiocese of Boston, giving 
it a loan from the state housing finance 
agency would be a violation of the 
constitutional curb on relationships 
between church and state. The housing 
site was originally bought by St. 
Mary’s Parish for use as a cemetery. 
The Massachusetts state courts 
found that the money arrangements 
would not so “entangle” the govern- 
ment in church affairs as to trigger the 
constitutional prohibition. 
—DAN MOSKOWITZ 

McGraw-Hill World News, 
Washington 


ability of homes to prospective resi- 
dents by use of racial quotas. 

Among other charges, the complaint 
to HUD alleges that the ordinance 
conflicts with the Federal Fair Hous- 
ing Act of 1968 by: 

eLimiting the racial composition of 
the village by establishing racial 
quotas; 

*Denying homeseekers full access 
to information about the full range of 
housing alternatives in the village; 

@Denying equal opportunity in 
housing by inducing persons to select 
housing on the basis of the racial 
composition of the neighborhood. 


and the company sold only 3,000 
houses last year. 

Housing costs also exerted heavy 
pressure on prefabbers, and their share 
of the shelter market fell from 11.5% 
in 1975 to 9.9% in 1976, the last year 
for which figures are available. De- 
spite the labor savings in factory 
construction, the prefabbers offer so 
many models that their square-foot 
building costs equal or exceed those of 
conventionally built houses. 
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' GAF'TIMBERLINE'ASPHALT SHINGLES 
Í HELPED US SELL OUR ENTIRE 160-UNIT 
/ COMPLEX IN JUST 60 DAYS. 


EVEN BEFORE WE BUILT IT.’ 


Jerry Kramer, Builder/Developer 
"The Admiralty, West Bay Shore, New York 


"When we're building a luxury townhouse 
complex like 'The Admiralty; it's important that 
we impress our prospects with a look of quality 
and elegance even before they set foot inside 
the model,” says Jerry Kramer, and he continues: 

"Because the unique design of the buildings 
shows a lot of roof, our choice of roofing was crit- 

2 ( : ical. That's why we used GAF® Timberline® 
г LEE 20 asphalt shingles. 
A : 22222 : = “They cost substantially more than standard 
grade shingles, but believe me, they're worth it. 
Their double thickness and random-butt design 
give our townhouses the rugged beauty our 
prospects were looking for. And Timberline's 
subtle wood-like tones blend beautifully with 
LT the wood-shake shingles on the sidewalls. 
mp y ori a сен "But our buyers — who are spending $60,000 to 
$85,000 for these homes — want performance as 
А well as looks. Апа Timberline shingles give 
m Р —— utum them just that. Their heavy-duty asphalt con- 
A S : ' - : struction assures many years of trouble-free ser- 
vice. They won't rot, split, crack or warp. And 
ЖИЙ, бл у; ET 7 s 1 they'll stand up to almost any kind of weather. 
WE AG Mgt #51 24 "I don't think of GAF® Timberline® roofing in 
A (di TUE RAT ЛАА, Д terms of the extra cost. I think of it as a solid 


E "‏ فم 

investment that really paid off. 
qom 
i GAF Corporation І 
> D s [| Building Products, Dept. RS77 1 
E У. I 140 West 51 Street 1 
| ت تور‎ A j New York, New York 10020 I 
ETT а. i 44 | O Please send me more information on Timberline® [| 
—, \ asphalt shingles. 1 
Ñ | O Please have a representative call. l 
N — N 1 Name  —. FERES. s. І 
(ssemma i 
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‘= wae. AOT ү a Den ~ 1 

a weran Baa. 
= ки ee ісу _ __ State Zip I 
== H58 | 
mmc p - 
AMT 

ES : ASPHALT SHINGLES  : 
І 


! sxe cms аша ss ت‎ иши тив киз ииз тиз SD тиз шиш кин | 


Circle 33 on reader service card 


Sign of a house Sign of a home 
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Introducing the Carrier Energy Savings Opportunity Prograr 


Here's a plan to identify the houses you build as 
"energy savers"—the kind today's buyers will look at first 
and settle on fast. 

An Energy Savings Opportunity Home is one 
featuring top-line, energy-efficient Carrier heating and air 
conditioning equipment, possibly with extra insulation, and 
possibly with storm windows. With whatever combination 
of pre- or post-construction options you decide to make 
available. 

To make the sale, Carrier's computer shows 
how much any energy-saving option package adds to the 
monthly mortgage payment. Then it projects how much 
these features will save on the customer's monthly energy 
bill. It shows how the options put the buyer out ahead 
every month. From there, it’s a simple step to a quick 
closing. 

This new Carrier program includes a complete 
merchandising package designed to bring energy- 
conscious home buyers to you. With co-op advertising. 
With posters to identify your homes as energy savers. With 
hard-selling tags to point out the energy-saving features. 

To put Carrier's new Energy Savings Opportunity 


Number One Program to work for you, call your Carrier 
UN aa اا‎ Contractor or Carrier Distributor today. 

© * | Ме can’t control the weather, 

“ee ана eae but we can help you control its cost. 
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fale} Summitvill 
Summitville is the innovative company that keeps 


pace with the changing needs of commercial, 
institutional and residential structures. 


Extruded tiles from Summitville are tough and 
beautiful...available in dozens of types, patterns, 
shapes and colors from earth tones to brilliant 
accents...the most complete extruded tile line 
anywhere. Brilliant Summitstones, beautiful 
Summitstyles, rugged Lombardic, rustic Olde 
Towne Pavers, elegant Strata tile, economical 
Terrain tile, are all names available only from 
Summitville... . famous for over 50 years for high- 
performance, consistent quarry tile. 

You'll want the complete story...ask your ceramic 
tile contractor, ceramic tile distributor or write: 
Summitville Tiles, Inc., Summitville, Ohio 43962. 
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Instead of winging it with just an 
SMOKE DETECTOR, consider this: 

Nearly every commercial airline 
in the world agrees that we are the 
only way to fly. 


And that's a fact. 


Our smoke detectors protect Because we're trusted. After all, we 
almost every commercial aircraft in invented the first residential smoke 
America... even the Concorde! Why? alarm, and we were the first to eam 
— UL listing. We've been improving it 
EU ever since. It's photoelectnc, and the 
most stable unit you can buy today. 
It eliminates expensive service calls 
to check or replace faulty units. It 
minimizes annoying false alarms, 
because it won't react to normal 
cooking, aerosol sprays or cigarette 
smoke. 

So, if you want the most trouble-free, 
most economical smoke alarm 
available today, don't try to wing it. 
Fly right to the source. Chloride 
Pyrotector. For literature and the 
name of our nearest supplier, write 
Chloride Pyrotector, 333 Lincoln 
Street, Hingham, MA 02043. 


CHLORIDE PYROTECTOR 


The first name in smoke detection. 


= ү 
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GE chime kits. They help your homes 
make a lasting first impression. 


Touch the doorbell button, with the prospective tion time. And they're available in 3 models, so 


buyer there at your side, and the imported you can choose the one that's best for your 
English tone rings out a magnificent welcome. budget and your home. 

What better way to impress anyone with the GE Chime Kits. Superb quality. Competitively 
quality of your homes? priced. See and hear them — with all the other 


And yet, though these GE chimes give your GE door chimes — when you buy GE residential 
homes added selling power, they cut your con- ^ wiring devices at GE-franchised distributors 
struction costs. That's because they're a complete everywhere. Or write Section C, GE Wiring 
kit — transformer, bell buttons, Rondo chime in Devices, 95 Hathaway Street, Providence, 
one package — to save you money and installa- ^ Rhode Island 02940. 


GENERAL CD) ELECTRIC 
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Bill Levitt says hello again 


It seems like only yesterday that build- 
ing’s legendary William J. Levitt 
declared he was quitting the U.S. 
housing rat race for good [H&H, 
August '77]. Such places as South 
America and the Middle East, where 
labor is cheap and environmental stan- 
dards virtually nonexistent, were more 
to his liking, he said. 

But instead of disappearing quietly 
into the sandy wastes of Iran, Levitt 
surfaces in Florida. His company— 
International Construction Corp. of 
Greenvale, N.Y.—signs an option 
agreement with Florida Land Co. to 
buy 3,000 acres of the Orangewood 
Planned Development near Orlando. 

Levitt envisions his acreage fleshed 

out by an adult community of 10,000 
single-family homes starting at 
$29,000 for a two-bedroom, two-bath 
unit. The development, he says, will 
consist of a series of “village-like 
complexes" each complete with a 
recreation center, all amenities and an 
exterior maintenance program. Joining 
the project is a Levitt alumnus, Alfred 
J. Miller, who introduced Orangewood 
as Lime Tree Village three years ago. 
International Construction is currently 
building a Levittown (Levittshahr) in 
Iran, and Bill says he has been invited 
to bring Levittowns to Nigeria, Vene- 
zuela *and other emerging third-world 
nations." 
BUILDERS: In Las Vegas, David L. 
Goldstein is named vice president and 
project manager for American-Nevada 
Corp., developer of the state's largest 
master-planned community, Green 
Valley, near Las Vegas. Goldstein had 
been a contract administrator with 
Pardee Construction of Los Angeles. 

U.S. Home's Tucson division ex- 
pands into Las Vegas and Phoenix. 
Harold J. Ober becomes president of 
the Las Vegas office and Ralph Henley 
of the Phoenix operation. The parent 
also moves into Orlando, Fla., and 
appoints Howard T. Eckert as regional 
president. 

In California, J.F. Whaley and 
Stephen Scarborough are tapped as the 
project management team for Irvine 
Pacific Development's Harbor Ridge 
project. Whaley, an architect, is a 
former Larwin Group vice president. 
Scarborough has been an Irvine assist- 
ant project manager two years. 


ICC's Levitt 
To build again in U.S. 


Irvine's Whaley. . . 
A new management team. . . 


Donald Peterson joins Watt Indus- 
tries, Santa Monica, Calif., as director 
of property management. Peterson, 
who will manage Watt's new corporate 
headquarters, was a vice president of 
property management with Miller 
Properties Management Co. of Los 
Angeles. 

In Villa Park, Calif, James A. 
Roman becomes director of land acqui- 
sitions for Ponderosa Homes, a vacant 
post. Roman had been Larwin's direc- 
tor of governmental relations and land 
acquisitions. 

PROPERTY MANAGERS: Pearl 
Cribbs, manager of the Southmont 
Apartments in Fayetteville, Ark., is 
named manager of the year by the 
National Corporation for Housing 
Partnerships. 

DEVELOPERS: Laurence A. Mullins 
is named executive vice president of 
D.C. Properties Inc. of Deerfield 
Beach, Fla. a new post. He'll also 
serve as project manager for the 
company's 588-acre Deer Creek devel- 
opment in Deerfield Beach. Mullins 
was an account executive in the 
government securities and municipal 
bond department of First National 
Bank of Chicago. 

Allen J. Davis joins Valenti Develop- 
ment Corp. of Niles, Ill., as vice presi- 
dent of marketing, a vacant post. He 
held the same title at Ancient Tree, a 
residential and recreational commu- 


HOW's Canavan 
A stalwart resigns 


. . . and Scarborough 
. . for Harbor Ridge 


nity in Northbrook, Ill. 

REALTORS: In Dallas, Neal Sleeper 
is promoted to vice president of leasing 
and management by Murray Manage- 
ment Corp. a division of Murray 
Properties Co., also of Dallas. He had 
been director of commercial manage- 
ment. 

ASSOCIATIONS: Another old 
guardsman departs NAHB. Richard J. 
Canavan resigns as president of the 
Home Owners Warranty Corp. (HOW), 
an NAHB subsidiary. According to 
HOW's chairman, Edward W. Pratt, 
Canavan, 56, has been planning an 
early retirement for some time. For the 
popular Canavan the resignation ends 
a second stint with NAHB. He left to 
become the FHA's assistant commis- 
sioner of technical standards in 1961. 
He returned to the association four 
years later as a staff vice president and 
was appointed to the HOW presidency 
in 1975. 

GOVERNMENT: Philadelphia's 
Mayor Frank Rizzo says he won't seek 
a third term next year. A former 
policeman, he says he will bid for 
national attention by leading a cam- 
paign against public housing. A con- 
servative Democrat, Rizzo revealed his 
plans in the wake of the U.S. Supreme 
Court's refusal to hear an appeal of a 
federal judge's order that the city 
begin construction of a low-income 
project. 


hy is FORMICA’ the only brand name 


s 


o appear on any decorative laminate? 
: н "9 | а oo ? 
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Because it's the brand name that 
pre-sells consumers. Millions of them. 


FORMICA” brand means quality to 


Face marking our decorative lami- 
nate with the famous FORMICA* 
brand name makes your selling 
job easier. Now there's instant 
FORMICA?® identification to trigger 
the built-in consumer acceptance to 
help you ring up more sales. 


consumers. |t assures consumers 
that they're getting FORMICA* brand 
decorative laminate and not a sub- 
stitute. 

The face marking can easily be 
washed off by your customer after 


FORMICA 


BRAND 


decorative laminate 


purchase. But by then it’s done its 
great selling job. 


Fabricators, remodelers, home 
builders, home center operators: Let 
our famous brand name pre-sell for 
you. Don’t accept substitutes. 


© Formica Corporation e Subsidiary of CYANAMID e Formica Building e 120 E. 4th Street e Cincinnati, Ohio 45202 
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Cavity Wall 


There is no shortage of EPS insulation 
products made of Styropor® expandable 
polystyrene. They are immediately 
available from over 100 manufacturers 
in 41 states coast-to-coast. 

They are available in the sizes and 
thickness, and with the joint details and 
special membranes you need for 
minimal installation costs; including R+ 


exterior sheathing, cavity wall insulation, 


insulated entry doors, slab and crawl 


R+ Sheathing 


ation that's available and 
“your homes more абаа 


Crawl Space 


space insulation, insulated floor or 
ceiling boards, interior wall insulation 
for frame or masonry, backer board for 
vinyl or aluminum siding, masonry fill, 
insulated roofing systems and even 
pre-fabricated structural panels. 


If you want to keep your jobs moving, 


write for the names of Styropor EPS 
insulation manufacturers near you. Call 
Sweet's BUYLINE number or see us 

in Sweet's General Building File. 


Styropor EPS board is combustible; consult the board manufacturer for application recommendations 
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Drywall Base 


Slab Insulation 


Styropor EPS 


BASF Wyandotte Corporation 
Styropor Division 

1609 Biddle Avenue 
Wyandotte, Michigan 48192 
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should be working 
parts of the energy system 
їп any home you build. 


Whether you build or sell 
homes in the south or the 
north, or any point between, 
PPG has an energy-saving 
glass for the windows and 
sliding glass doors you install. 
Where the climate is blister- 
ing, give your homes more 
sales appeal for energy- 
conscious buyers with PPG 
Solarcool* Bronze reflective 
glass, instead of clear glass. 
It is the newest in the PPG line 
of high-performance glasses. 
And it can mean savings 
of up to 20 percent on air- 
conditioning costs for home- 
owners. (Compared to clear 
glass and based on a PPG 
computer energy analysis.) 
Other sales points: Its beautiful 
mirrored face provides 
comparative daytime privacy 
for your customers, and by 
reducing glare, makes it a lot 
nicer for the folks inside to 
look out on a summers day. 
Up north, PPG Twindow* 
insulating glass becomes an 
investment in energy savings. 
It is made of two sealed panes 
and reduces heat loss through 
the glass by more than 40 
percent. So it obviously can be 
part of the energy system of 
any home you build or sell. 
Make PPG glass part of the 
energy systems you profit 
from. Write for a free copy of 
our Solarcool idea book: 
PPG Industries, Inc., Dept. 
HH-258, One Gateway Center, 
Pittsburgh, Pa. 15222. 


Above: Bent Tree Development by 
The Babcock Company, Coral Gables, 
Florida. 


Below: Wood Creek Courts, Lincolnshire, 
Illinois. Developer: Irvin A. Blietz 
Organization. 


PPG: a Concern for the Future 
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MARKETING 


Ona 
5 
busman S Piling off bus, cameras 
in hand, was oft-repeated 
holiday == experience for tourers. 


Out-of-state builders size 


And what stirred up the most talk? 

The merchandising. 

Said Raymond Wompey, president 
of Raymond P. Wompey & Asso- 
ciates, Arvada, Colo.: “It opened up a 
whole new world for me. The signs and 
brochures were particularly impres- 
sive." 

Said Heather Appleyard, marketing 
manager for Ellis-Don Ltd., London, 
Ontario: *Now I know how to set up a 
sales office like our city's never seen 
before." 

Said James Moore, president of 
Jaymore Corp., Orlando, Fla.: *After 
seeing this, I think I should get out of 
building and get into fixing up other 
peoples’ sales offices—in our area, 
there’s no one to call in to do it.” 

Housing design elicited comment, 
too. 

Said Weyman Oden Jr., of Weyman 
Oden Developer, Shreveport, La.: 
"They're making less square footage 
look half again as big. That’s some- 
thing we'll all have to do." 

The tour of fifteen model complexes 
was part of a recent HOUSING seminar 
that showcased California builders' 
marketing skills. The tour was ar- 
ranged through the cooperation of the 
Orange County chapter of the Cali- 
fornia Building Industry Association 
and it included several face-to-face 
meetings with builders. 

The three-day seminar, held in 
Newport Beach, Calif., also featured 
classroom sessions with housing ex- 
perts. The faculty: architect Barry 
Berkus AIA; Howard Englander, for- 
mer director of research for Walker & 
Lee; interior designer Carole Eichen; 
market consultant Lester Goodman; 
and consultant-turned-builder Bill 
Mitchell of Weatherfield Homes, San- 
ta Ana, Calif. 

Ninety-six builders, architects and 
interior designers attended, among 
them housing professionals from Ger- 
many, Sweden and Hong Kong, as , ч, 4 P 
well as the U.S. and Canada.— B.B.G. Snapping photos was popular pastime. Project above: Quail Ridge, Fullerton. 
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On-site lecture with John Schleimer (plaid vei гт director at 
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bullhorn is faculty member Lester Goodman. 


| Lingerer at curbside 
writes a few notes 
i before boarding bus. 
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Crossing bridge at il Ridge, builders admire waterscaping. ~~ GE 


COLONIAL ALUMINUM COLUMNS 
FACTORY 


load 
bearing 


NET TO BUILDERS 


diameter 
a OE 
| 8'| 50.00 | 65.00 | 93.25 | 


18’ 


L| 127.50 | 187.50 | 
[20| | 140.00 | 206.50 | 


FREIGHT PAID ON ORDERS OVER $1000. 


weighs 4 lbs. 
per foot 


e IMPROVED 
ALUMINUM COLUMN 


e COMES TO YOU 
FACTORY ASSEMBLED 


e FILLED WITH 
HIGH DENSITY URETHANE 


e TAP IT! SOUNDS LIKE WOOD 
* CUT IT! JUST LIKE WOOD 
° ОТЕ ENAMEL acclaimed at 


* INCLUDES BASE & CAP 1 the Dallas влом 


IN STOCK,IMMEDIATE DELIVERY (313) 591-3350 
ASSOCIATED SUPPLY & MANUFACTURING COMPANY 
36745 Amrhein Road Livonia, Michigan 48150 
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Board and batten 
made easy. 


New Weldwood 
Long Ridge Siding 


You know your customers like pu 
the look of board and batten siding. Il 
But you also know what it costs 
in time and money. With new 
Long Ridge" siding from 
Champion Building Products, you 
can give your customers what they 
want, without the bother or 
expense. 

Long Ridge is easy because it 
has the look of "boards" separated 
by striated "battens;' all on large 
uniforrn panels. They go up fast, 
directly to studs, without corner 
bracing, or over sheathing. Using 
only common carpentry tools. 

And because Long Ridge is a 
textured hardboard siding, it's built 
to take sawing with no chipping of 
edges. And it takes nailing with 
less splitting, without pre-drilling. 

Long Ridge is equally strong in 
all directions, too. Because there's 
no grain direction to cause the 
counter stress that often brings 
checking or cracking. 

And like every Weldwood hard- 
board siding, it's available pre- 
finished, unfinished or pre-primed smooth or textured hardboard or 
and ready to paint. PF-L® sidings at your local 

In short, Long Ridge saves you Champion Building Products Dealer. 
time and trouble. And that means Ог, for further information, call your 
money. Look for Long Ridge along local Champion Building Products 
with our plywood sidings and Sales Office. 


O Champion Building Products‘ 


Champion International Corporation 
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WHAT’S SELLING 


In Salt Lake City 


Sectional duplexes sell swiftly 


in opposite markets 


The duplexes make up the first section 
of Barrington Park, a project with 278 
units of attached housing planned on a 
32-acre site near the city’s downtown 
district. 

And although this is the first sizable 
factory-built project in the area, the 
one- and two-story homes are being 
snapped up by both young couples and 
empty nesters almost as fast as they 


PHOTOS: INTERSTATE HOMES 
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are put on the market. 

The 54-unit first phase sold out 
within ten days of its January opening 
at prices from $39,900 to $57,300. 

And reservations have been taken on 
more than half of the 50 homes in the 
second phase despite price increases of 
up to $4,000 a unit and the fact that 
buyers cannot close on the houses until 
next fall. 


Biggest unit is 1,395-sq.-ft., 
two-story model (photo top left, 
plan above), which opened at 
$57,300. Empty nesters liked 
plan's third bedroom, 
separated decks and a full 
basement that can be turned 
into more space. 


Best seller is 1,1 75-sq.-ft., one- 
story unit shown in plan and 
photo at left. It opened at 
$45,400 and appealed to young 
couples with such amenities as 
well defined dining area, snack 
bar and compartmented bath. 


Smallest unit (plan and photo at 
right) offers 1,005 sq. ft. of 
space and sold for $39,900. 
Duplexes are trucked to site in 
two sections (each holds half 
of two units). Open spaces in 
marriage (joining) walls are 
spanned by truss system. 


Selling points. Why have thes 
homes sold well to opposite ends of th 
age spectrum? 

One reason is location. Young, two 
income couples with no families go ou 
a lot, and so do older couples whose 
children have grown and left home. 
Hence, both groups like the idea o 
living close to the city's cultural and 
business activities. 


new decorative surfacing accent is 
al beauty. Rich, spectacularly authentic 
grains. High-gloss, deeply veined marbles. 
w designs and new solids. A contemporary 


sllection whose time has come. For you! Апа 


our customers! 

From Wilsonart! 

Where it’s a new brand ball game. 

Ask your Wilsonart distributor to show you 
he complete 1978 Wilsonart Design Group I col- 
'ction...woodgrains, marbles, designs, solid 
olors, slates and leathers. See why—today, it's 
Vilsonart! 


| ® 
VILSONART BRAND LAMINATED PLASTIC 


opyright? 1978 Ralph Wilson Plastics Co. 

90 General Bruce Drive, Temple, Texas 76501 
lanufacturers of Wilsonart high-pressure laminated plastics, 
hem-Surf, Tuf-Surf, Dor-Surf, Metallics and Contact Adhe: 
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NEW 7491T-6 
Planked Birch 


NEW 7017-13 _ 
Dark Elm Burl 


NEW 2936A-6 NEW 4136T-11 NEW4137-13 
Russet Leather Aurora A Arabesque 


às 


NEW 4535-2 NEW D30-6 
Almond Flair Natural Aimond 
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Whether installed in a popular San Francisco hotel 
or a fashionable Boston apartment complex, Legacy 
faced doors are at home. Since Masonite Corporation 
introduced Legacy five years ago, the doors have 
been installed in thousands of homes, apartments, 
offices, schools, condominiums—in every type of 
building where a passageway exists. That kind of 
endorsement and acceptance has to be earned. And 
Legacy has done it. Proven its worth by standing 
up to abuse and wear while maintaining its deeply 
embossed, pre-finished good looks. 

To benefit by this proven reliability, select and 
install Legacy doors in your building projects. 
They'll be right at home. 
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At home any where 


For the names of door manufac- 
turers using Legacy door facings, 
write Masonite Corporation, 

29 North Wacker Drive, 
Chicago, Illinois 60606. 


® 


MASONITE 


CORPORATION 


Legacy and Masonite are registered trademarks of Masonite Corporation 
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Another reason is design. Both 
buyer markets want a good deal of 
privacy and are attracted to the homes’ 
secluded entries and private decks (see 
floor plans on page 46). 

“And the density for our duplexes is 
only 6.2 per acre, which compares 
favorably with the 10-to-13 per acre 
offered by nearby townhouse commu- 
nities—our principal competition in 
the area," says Tom Davis. He is one 
of eight partners developing the pro- 
ject* and is also a principal of Inter- 
state Homes of Salt Lake City, which 
is supplying the units. 

There are other reasons for the 
project's sales success: 

*Maintenance is easy. Common 
areas are maintained by a homeowner 
association, a system that always 
appeals to people who don't wish to 


*The others: four more Interstate principals and 
three partners of Engineering Consortium, a 
group of local engineers who took the original 
option on the site. 


Weathering 


for sale... 


spend their free time caring for 
lawns. 

@Ownership is fee simple. First- 
home buyers and move-downs in the 
area usually move into condos. They 
are more comfortable with ownership 
that includes the land under the unit 
plus a four-foot strip around the three 
open sides because that's closer to the 
detached house they've just left. 

@And there is a wide choice of 
elevations. The three duplex floor 
plans (1,005-to-1,395 sq. ft.) have a 
total of 15 different exterior facades. 
That appeals to homebuyer desires to 
avoid living in a project with a “row- 
house" look. 

Marketing plan. Sales were also 
aided by an extensive marketing plan 
devised by Blue Chip Realty, retained 
to merchandise and sell the units. The 
Realtors isolated the potential market 
through interviews and buyer prefer- 
ence surveys and then launched a 
radio/TV/newspaper/billboard ad 
campaign. 


“And once prospects started coming 
out to the site," says Blue Chip's Ken 
Baxter, “we invited them to register 
for a trip-to-London raffle. We got 
700 leads out of the contest." 

Interstate fabricates each duplex, 
trucks it to the site in two sections 
(each contains half of two units) and 
installs it on prepared foundations in 
20 days. Stick-building two compa- 
rable homes, say the developers, would 
take 60 to 75 days. 

The construction cost of $21 a sq. ft. 
for a duplex is estimated to be 1046 to 
1576 cheaper than for a stick-built 
home because of Interstate's volume 
production. And, of course, there are 
no overruns caused by weather and 
labor problems at the site. 

In all, 198 duplex units will be 
erected at Barrington Park during the 
next 18 months. The developers also 
plan 80 fourplexes for the project. 
These factory-built, 980-sq.-ft. units 
will go on sale in August at around 
$39,000. — JOEL G. CAHN 


To enhance 
the beauty 
of wood... 


Cabot's 
STAINS 


Why are stains often chosen over paints? 
Because wood and stains are made for each 
other . . . stains bring out the best in wood, 
blend naturally, beautifully into the setting. 
For the home shown here, the architects 
specified Cabot's Bleaching Oil to attain the 
weathered "driftwood" look . . . an effect 
heretofore found only in seacoast areas af- 
ter years of exposure to = 
salt air, Cabot's Stains, 
in 87 unique colors, 
protect the wood, en- 
hance the grain, grow 
old gracefully, never 
crack, peel or blister. 


Samuel Cabot Inc. 


One Union St., Dept. 530 Boston, Moss. 02108 
Г] Send color cards on Cabot's Stains 
Send Cabot handbook on Wood Stains 


Long Island home; Architects: Vernon and Jay Sears, Quogue, Long Island; vertical siding treated with Cabot products. | 


“‘Cabot’s Stains, the Original Stains and Standard for the Nation since 1877" 
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Your remodeling customers 
want to save energy. 


The hest replacements for their 
old gas appliances are new 
energy-saving gas appliances. 


Gas is the efficient energy. 

People who heat, cook and dry clothes with 
gas are using the most efficient of all the major 
energies to start with. Studies by the U.S. Council 
on Environmental Quality show gas appliances 
use considerably less of our countrys energy 
resources than other comparable types of appli- 
ances. And they cost much less to operate 


Modern gas equipment saves energy. 

Tell your customers about new gas equipment 
specifically designed to be extra-efficient and use 
less gas: 

e Gas heating systems with better insulation to 
prevent heat loss, and gas-saving pilots that are 
only “on” when the furnace is operating 

e Gas water heaters designed to produce the 
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maximum heat from the gas burned—with 
improved insulation to keep in more of that heat 

e Gas ranges with automatic pilotless ignition 
that does away with standing pilots in top burners, 
broiler and oven. They use up to 30% less gas 

e Gas dryers with automatic pilotless ignition 
that eliminate the pilot light and cut gas use 


Homes will keep on getting gas. 

The Federal Power Commission has specified 
that the gas industrys first priority must be to keep 
on supplying homes that now have gas. So your 
gas customers can expect to have continued ser- 
vice. Now more than ever, it pays to stay with gas 


Conserve gas. AMAA À 
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Roofscape by Bird. 


It helps you sell your houses before 
people even step inside. 


A beautiful looking roof can help 
ou sell your houses right from the 
riveway. That’s why we design our 
sird shingles to do a lot more than 
eep the rain out. We use colors and 
extures that show off a roof, adding 
o the beauty and individuality of 
Jour houses. We call our look 
Roofscape, because it blends in with 
»verything from rugged wilderness 
o formal shrubbery. 


bee our Catalogs 
n Sweet's 


TN 
4 
S 


* 


у 


This house is wearing our heavy- 
weight Architect® 70 shingles. Their 
random edges and thick texture cast 
deep shadow lines. And Architect 
70's will look good to your buyers 
down the road. We make them with 
two laminated layers of premium 
asphalt that can't rot, curl or bum 
like wood. So they give superior 
protection against wind, weather 
and fire. 

Bird Architect 70's weigh approx- 
imately 345 lbs. per square, and 
they're backed with our 25 year pro- 
rated warranty. For the whole story 
on our line of building products, 
just drop our coupon in the mail. 


Bird & Son, inc., 
E. Walpole, MA 02032 


l'dlike more information on Bird asphalt 
shingles. And tell me about Bird's solid 
vinyl siding, gutters, shutters, 

"Housing —May 1978" 
Name 
Company 
Address 
City 
SE 
Phone 


Country 
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The best dressed homes 


A short course in 
who has it- 
and who hasnt. 


All "zero clearance” fireplaces have *Low profile, tapered 
the obvious advantages. But do they sides so installer can 
provide the ones you have to live with? offset from a corner to 
Only MARCO'S new DF-36B has them all: an outside chase below 


the plate line. 
*Installation AFTER complete rough 
framing. No tabs to prevent header from 
touching top edge of face trim, thus 
eliminating the cost of pickup work after 
installation. 


* Built-in nailing flanges 
for positive leveling, 
securing to framing, and 
for making fireplace 
even with finished 


Five-position positive seal damper to drywall. 
minimize heat loss. Gas knock-out plug on 
*Built-in smoke shelf to prevent downdraft. ' both sides for easy gas 


line installation. 


Minimum height from 
floor to top of cap of 13’ 
so fireplace won't smoke, 


ER X Ve even at a low stack 

? а mee qp height using an 8" 
LUZ» 2 i diameter flue. 
firebox in simulated brick 

for longer life and the 


TT ТА look of masonry. 


sti Metal facing which can 
be covered by installing 

surround to side walls 

and top edge of screen. 


Heat-circulating design, 
measurably 5096 more 
efficient than 

—  noncirculating types. 
"One-piece unitized pipe 
for simple installation 
ڪڪ‎ ' between standard 16” 

si >” centered ceiling joints 
AE without cutting or heading. 


*Exclusive with Marco 


— f maro 


i The Difference is Inside 
MARCO MFG., INC. 2520 Industry Way, Lynwood, CA 90262 (213) 564-3201 


Full refractory-lined 


HM 793-1/78 
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ive your customers the value they demand. 


We're the people who build a modular cabinet that competes with the custom cabinets 
in every мау. . .but price. Merillat quality, a long list of “standard” features that are extras 
with others . . . that's value your customers will understand. And, that helps make your 
sale. Shown above is our Harvest Oak and Harvest Cathedral lines which feature solid 
oak frames, double dowelled frame construction and a furniture quality finish that can't 
be beat. 


2/7577 
MERILLAT INDUSTRIES, INC. ADRIAN, MICHIGAN 49221 
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There's a lot more behind our 
door. Wipe clean vinyl "leisure- 
time" interiors; slide out trays and 
a proven drawer system are all 
standard. 


MARKETING 


Seven-way patio option attracts Florida retirees 


The three rear elevations shown here 
may look like the backs of different 
models, but they’re really variations of 
the same floor plan. 

Developer David Yorra has given 
buyers seven ways to complete the rear 
patio areas of their one-story condo 
townhouses in West Palm Beach. 
Result: They have jumped at this 
opportunity to increase living area in 
their small units (726 to 1,240 sq. ft.) 
or do a lot of outdoor customizing. 

Spur to sales. The option plan, 
according to the Pompano Beach 
developer, has been a prime factor in 
the project's strong sales to retired 
empty nesters. The 92-unit first sec- 
tion sold out within eight months at 
prices from $24,990 to $36,990. And 
one-third of the 148 homes in the 
second section have been sold since its 
February opening despite increases of 
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up to $3,000 a unit. 

Here's how Yorra's package works: 

*The basic patio is an open slab 
that ranges from 240 to 330 sq. ft., 
depending upon the model. 

*The slab can be fully screened-in 
for from $550 to $800 extra, or a nine- 
ft. deep section can be similarly 
enclosed for from $425 to $625. 

*Both screened-in options can be 
topped with an aluminum roof for 
from $300 to $750 above the price of 
all-screening. 

@Or, the entire patio area can be 
made part of the house by converting 
it into an extra room. The cost: from 
$2,300 to $3,000 if the original sliding 
glass door is moved to the new rear 
wall, and from $2,500 to $3,300 if the 
door remains in place and a new rear 
door and awning windows are added. 

An added room. More than 65% of 


Three versions of seven-way 
patio package are shown in 
photos at right. They are 
all part of the same 1,240- 
sq.-ft. townhouse unit (plan 
below left, front elevation 
left) offered in first phase 
of project in West Palm 
Beach, Fla. 

Top view is standard 
open slab included in basic 
sales price (privacy fence is 
extra). At center is 
screened patio, while at 
bottom is new room created 
by enclosing patio and add- 
ing rear door and awning 
windows. 

Other options: a 
screened-in, nine-ft.-deep 
patio section, an aluminum 
roof for both screened ver- 
sions and a new room with 
sliding glass doors. 

All seven options are also 
available for two smaller 
plans (726 and 1,018 sq. 
ft.). Costs depend on model 
size. First-phase units, sited 
three-to-six to a building, 
opened from $24,990 to 
$36,990. Density of 
planned 1,800-unit project 
is nine per acre. 


Yorra's buyers have opted for the 
additional room, even though it costs 
the most. 

"Many lived in single-family, de- 
tached homes in their pre-retirement 
days," he says, "and feel a little claus- 
trophobic about moving into a small, 
one-story unit. They're delighted with 
the chance to increase their living area 
by as much as one-third." 

Buyers have been using the new 
room for everything from a study, den, 
family and game room to a secondary 
living room. 

"They're living in the added room," 
Yorra points out, "and using the 
home's formal living/dining area for 
entertaining." 

Called Cresthaven Townhomes, the 
project will ultimately site 1,800 units 
on a 200-acre tract near Lake Worth. 

—J.G.C. 
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The demonstration pictured took place in Tulsa, Oklahoma. 
Regular dial thermometers were attached to the inside of two insulated glass windows, o- 
one with the outside lite glazed with Sunglas. The windows were side by side, on the 

same plane. The thermometer attached to the Sunglas window registered eight degrees \ 
cooler than the thermometer attached to the clear glass window after being exposed to 


energy passing through the glass, not the average ambient temperature in the house 


the sun for nine minutes. The thermometers measured primarily the difference in Salen O Be 


Sunglas 
stops 24% of the sun’s heat by 
absorbing and reflecting the 
sun’s rays. This means your 
customer’s air conditioner 
won't have to work as long or as hard as with clear 
glass. Single-strength Sunglas, with its 0.87 shading 
coefficient, has a relative heat gain value a/most 
equal to thicker %” bronze. Yet single-strength 
Sunglas is 4396 cheaper based on a comparison 
of glass manufacturers' published trade prices. 
Double-strength Sunglas has a slightly better heat 
gain value than ¥%” bronze, and is 28% cheaper! 


Single-strength 
Sunglas lets іп 23% more daylight than Ys" bronze 
glass, so artificial lighting costs could be reduced. 
And because Sunglas looks like clear glass, cus- 
tomers enjoy natural outdoor colors. That "clear 
glass look" also makes Sunglas aesthetically right 
for any residential design. 


Sunglas is a registered trademark of Ford Motor Company. 


This reduction over clear glass is important 
in protecting carpets and draperies from the sun's 
fading effects. And Sunglas is the only solar control 
glass available in the traditional single-strength 
window glazing thickness. For patio doors and non- 
residential applications, Sunglas is also available 
in thicknesses up to М”. 


Use Sunglas in an insulated unit or as hang-on type 
sun panels and the shading coefficient is reduced 
to only 0.77 —cutting heat gain by 26% versus 
single-glazed clear glass. 


A complete Sunglas brochure is available. Write: 
Ford Glass Division, Sales and Marketing Office 
One Parklane Blvd., Dearborn, MI 48126. 


FORD GLASS D 


FORD GLASS DIVISION SALZ 
75" ANNIVERSARY 


, 
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| WOULDN'T USE ANYTHIN 


150 HEAT PUMPS AYEAR 
BUT THE WEATHERTRON 


“AS A BUILDER WHO INSTALL 
FROM GENERAL ELECTRIC 


ROGER BRIGHT, BUILDER, 


BRIGHT AND LOGSDON DEVELOPERS} 


LOUISVILLE, KY. 
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^For one thing, I've had three years' experience with the 
eathertron Heat Pumps in my multi- and single-family homes. 
I'm sold. 

“My prospects are sold too. They ask me specifically for the 
Weathertron: *Mr. Bright, are we going to get a GE heat pump if 
we buy your unit?’ 

“That’s probably because it’s widely known now that the 
heat pump is the most economical method of electrical heating 
available. And if they ever need it, the customers can rely on 
service from the GE installing dealer. Timely service. Good 
service. 

“Actually, I haven’t gone wrong with GE. Their deliveries to 
us have been right on time and we’ ve had no start-up problems." 
Call your local GE Central Air Conditioning Dealer. 

The Weathertron...America’s*1 Selling Heat Pump. 


GENERAL @@ ELECTRIC 
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A title insurer that can handle intercounty and 
interstate real estate transactions. 


A title insurer providing title insurance in 49 states. 


The flexibility of title services only a very large network 
of title companies can offer. 


The convenience and comfort of doing business with a 
title insurer right in your own neighborhood. 


Pioneer National Title Insurance issues title policies in 49 states. Title Insurance and Trust does 
business in California, Nevada and Hawaii. Title Guarantee operates in New York. 


If you need any of the above, 
you re going to need one of the belo 


@) 


LE GUARANTEE” 
\ т NEW YORK 


ех 4 PIONEER NATIONAL 
<p ле TITLE INSURANCE 
a 


ATICOR COMPANY 


P ry 


ay, 
f parre 


6 insurance, there's a Ticor Title Insurer. 


LOOK FOR THE “SILVER LINING’ 


TO INFLUENCE TODAY'S ENERGY-CONSCIOUS MARKET ! 


FOIL-BACK SHEETROCK (В) 
GYPSUM PANELS-- THE 
SUPERB BUILT-IN VAPOR 
BARRIER(LESS THANO PERM) 
THAT CAN DOUBLE ASA 
HIGHLY EFFECTIVE 
THERMAL BARRIER" У 


PERMITS ADHESIVE 
APPLICATION TO 
WOOD/STEEL STUDS 
OR JOISTS. 


VAPOR BARRIER AND 
GYPSUM PANEL IN ONE 
CUTS INSTALLATION COST 


MEETS FEDERAL 
SPECIFICATION $5-L:30D 
AND ASTM C->G 


L 


PREVENTS WALL ¢ CEILING 
CONDENSATION IN COLD 
WEATHER CLIMATES 


Promote the many ben af Fo il-Back 
SHEETROC K Сур» иг na par els ) your energy- 
conscious ho nea apar rtme nt prospects 
Get all the specif opi r U.S.G 
Represe нге Or sit 265 us at 1015 
Wacker Drive, Chic uox , Ill. 60606 

Dept. HH58 


UNITED STATES GYPSUM 


BUILDING AMERICA 


RZ 78H 


Ж 
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15 “HOT”! 


CALIFORNIA HOTTUB IS 
LOOKING FOR DEALERS. 


Join us in the exciting health spa industry. A modest 
investment will allow you to participate in a new 
industry with tremendous growth potential. 

Our product has received considerable national 
exposure through the press and we need local 
dealerships to support the growing demand for 


hottubs. 
Write or call for details of our lucrative dealership program. 


CALIFORNIA HOTTUB 


Dept H., 60 Third Ave., New York, N.Y. 10003 (212) 982-3000 
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“The Rainier" 
by Jerry Gropp—Arch.—AlIA. 
For plans and specs, write to, 
11041 Main St., Bellevue, WA 98004 


For wood finishing who can offer 
you more choices than... 


^ Rez. Wood Stains 
by PITTSBURGH PAINTS? 


e 145 colors e Interior or * Solid color or 
e Alkyd oil or latex Exterior semi-transparent 
Also, a complete line of interior and exterior clear sealers and varnishes. 


Write for FREE 8 8 page с color brochure! 


NAME 
ADDRESS | 
Send to: > CITY STATE ZIP 
PPG INDUSTRIES, INC., One Gateway Center-3W, Pittsburgh, Pa. 15222 j 
С] ڪڪ‎ e сы ы. Sa = Код жакш шз 
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Credit where credit is due 


HOUSING: You can imagine our ch 
. upon seeing you give credit for 
office design at Hunters Pointe [Fe 
46] to a company other than Motivat 
Design and Marketing Inc. (MDM). 
This project represents the most 
standing on-site marketing and poi 
purchase merchandising effort in sou 
California in 1977. The sales and ma 
ing council of the Building Industry 
ciation awarded it the fourth annual M 
(major achievement in merchandisin 
cellence) grand prize. 
Housing obviously agreed wholehea 
ly with the choice as evidenced by 
article on Hunters Pointe. 
For you to have given credit to other 
the Hunters Pointe sales office is inex 
able in view of the major effort of m 
creative people at MDM. 
Nevertheless, we display our 1977 a 
trophies (all four of them) with pride. 
recognition of our achievement at Hun 
Pointe— in print — will be appreciated. 
ROBERT SLATER, presi 

Motivational Design & Marketing 
Irvine, C 


HOUSING: There was a rather substan 
misunderstanding in your otherwise ex 
lent story on King's Lynne [“A pu 
housing project goes private. . . and ev 
body wins," HOUSING, Feb.] 
You said the project cost the state 
million. Not so. 
The Massachusetts Housing Fina 
Agency's $19 million mortgage comes fr 
the bond market, with no state funding 
guarantee. It’s strictly a private mo 
source. The gross cost, therefore, was 
million. Of this, $4.5 million was a st: 
bond obligation on the original [Amer 
Park] project. Thus, the state's net outl 
was only $2.5 million. 
Incidentally, the King's Lynne operati 
subsidies equal the annual operating los: 
of the original development. 
JOSEPH E. CORCORAN, preside 

Corcoran, Mullins, Jennison, | 

Quincy, Mas 


Manufactured housing looking up? 


HOUSING: 1 enjoyed reading "'Housi 
stocks on rebound for '78" [HOUSIN 
Feb.]. 
Those of us in the manufactured housi 
industry feel that the future for our produ 
is outstanding. We have seen numero 
commercial banks getting very muc 
involved in financing our product as well г 
savings and loans financing the doubl 
wides for up to 30 years at rates сотр: 
rable to conventional mortgage rates. 
RICHARD A. MAKEPEACE, v.p./financ 
Oakwood Homes Cor 

Greensboro, N. 


Vithout thorough, professional pretreatment, 


ermites could be the first occupants 


ibterranean termites like anew home as much as 
yone. As a matter of fact, they'll happily chew 
any house, new or old, restored, remodeled or 
herwise, empty or occupied. 


JLD CREST® termiticides can stop that. Profes- 
)nal pest control operators can offer limited war- 
nty programs to protect almost any structure. 


ibterranean pretreatment provides an effective 
rrier against infestation. Thorough inspection 
d post-treatment can arrest existing invasion 
d prevent costly and dangerous future damage. 
th GOLD CREST® protection you won't have to 
ту about who are the first occupants (or what 
oir appetite preference might be!). 


ind the coupon for your copy of Velsicol Bulletin 
2-42, "Chlordane and Heptachlor for Termite 
otection.’’ You can build and sell better homes, 
ntected to last lonaer. 


Products of Velsicol ... 
sensitive to the needs of man 


VELSICOL CHEMICAL CORP. 
Chicago, IL 60611 © 1977 
Circle 61 on reader service card 


Velsicol Chemical Corporation 
Pest Control Dept. H-578 
341 East Ohio Street, Chicago, IL 60611 


Please send me Bulletin No. 602-42, ‘‘Chlordane and 
Heptachlor for Termite Protection.” 


NAME 


COMPANY 


ADDRESS 


CITY STATE ZIP. 


Before using any pesticide, read the label 


GET THE FACTS ON THE PEOPLE INVOLVED 
IN MANUFACTURED HOUSING 


CMR Associates Inc. publishers of 
THE BLUE BOOK OF MAJOR HOMEBUILDERS® 


ANNOUNCES 


The all-new ’77-’78 


Housing Industry Research Report 
THE RED BOOK OF HOUSING MANUFACTURERS 9 


HOMEBUILDERS SEEK AND FIND 
A "BETTER WAY" TO OVERCOME THE INCREDIBLE 
RISES IN ON-SITE LABOR COSTS 


The most persistent problem facing homebuilders in 
recent years is the rising cost of on-site labor. More and 
more builders are boosting profits as well as maintain- 
ing schedules by finding a "Better Way"—factory- 
made components. 


Many housing experts believe that the industry is 
pricing itself out of the market. But many smart home- 
builders are finding a "Better Way" to fight rising 
costs—they use factory-made components. You'll find 
hundreds of details on over 1,000 companies that are 
involved in this "Better Way" of homebuilding today in 
the All-New RED BOOK of Housing Manufacturers. 


In just the last few years, builders have seen dramatic 
breakthroughs in productivity due to greater use of in- 
dustrialized methods in construction, standardization 
of construction and enormous improvement in the tool 
industry. Thus, more and more housing components 
are manufactured at off-site locations. 


YOUR SATISFACTION GUARANTEED 


CLIP AND MAIL TO: CMR Associates, Inc. 1559 Eton Way * Crofton, Md. 2114 


YES! SHIP 77-78 ORDER FORM pice fo poy for such edereive má 


RED BOOK A TAX-DEDUCTIBLE BUSINESS EXPENSE Sed id underidte d catering 


| understand every sale is cover- 
ed by your money-back, "no- 


Over 25 
Size: 8% 
Tax-Ded 


ORDER YOUR COPY NOW 


The Industrialized Housing Industry is big, complex, and hidden. { 
is hidden among thousands of firms, big and small. These com 
panies, spread all over the country, produce a wide variety of hous 
ing products. Some—like those who produce mobile homes or pre 
fab houses are easily identified. Others like homebuilders whd 
manufacture their own components, require a marketer of buildind 
products to be-constantly looking for new information. Industrial 
ized housing is too big and too complex to be surveyed with a 
quick glance. THE RED BOOK OF HOUSING MANUFACTURERS 
has been designed to provide you with the detailed marketing re 
search data you need. It will uncover the ''hidden"' aspects of in- 
dustrialized housing for you. 


HERE IN ONE BIG PACKAGE IS THE MARKETING INTELLIGENCE 
YOU NEED TO MAKE THE MOST OF THE EXPECTED UP-TREND 
IN HOUSING . . . It will help you recover lost ground in the months 
ahead. 


In your hands the RED BOOK becomes a useful tool for prospect- 
ing, selling sampling, mailing, marketing, merchandising, research- 
ing and analyzing your position in this big segment of the housing 
industry. 


These are just a few of the many profitable ways you can use the 
RED BOOK. In fact, just one good contact, can easily repay your 
investment. 


Circle 62 on reader service card 


NOTE: тһе RED BOOK price 


keting research. Most firms could 


this marketing information. 

In your hands the RED BOOK сд 
become a money-making tool fi 
prospecting, selling, samplings, ma 


strings-attached,” 45-day full re- “7° s арг lla |! 
CM searching, а analyzing your po 
fund pr ivilege. 2 tion in the Homebuilding /Housing | 
Also—if | send my check now, dustry up-trend. 
you'll pay shipping and postage Send your order today! 
charges. Firm 
Price: $94.50 ea. Please Check One: 
Address d Builder O Architects 
Payment enclosed to save = repens ЕН z исин 
postage & shipping charge City [1 Finance О Ind/Commerd 
[1 Library О Government 
О вите О Bid Matris Sales/ О Other 
State CAZS 4 2 0 Distributors 
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Our new 
construction nailer. 


More of what you need and less of what you don’t. 


> > 


2 


More Power 
The CN-325 has the muscle to 
easily handle jobs using the 
toughest construction-grade 
lumber. It drives smooth, screw, 
and ring-shank nails...6d 
through 16d sinkers...for on- 
site and in-plant assembly jobs. 


Less Weight 
First of all, we cut the 
fat from this nailer to 2$ 
make it lighter and y as 
easier to use for long 


More Compact 
Э) With a length of 16 
O) With and a height 
of 12% inches, the 


periods of time. The new te WH < ON: 325 fits easily 
Duo-Fast CN-325 weighs cO hard-to-reach 
only 8'4 pounds. It's also de- areas. Makes fast 
signed and balance-engineered work of tough jobs such 
for one-hand operation to reduce ‚ав эү апа нса 
1 1 ffici : ing and truss building. 
fatigue and improve efficiency depu an 


Less Air 

The CN-325 uses considerably 
less air than most competitive 
models, and that's the big key to 
its economical operation. m 
Builders can run more 
tools on less air to cut 
time on the job. The € 
CN-325 is a money- 
making solution to 
many fastening 
requirements. 


Circle 63 on reader service card 


magazine, you get better 
maneuverability. 


More Service 
The CN-325 has one more thing 
the competition can’t match— 
Duo-Fast service. Duo-Fast will 
put its service pros to work right 
on your jobsite, and they’re 
qualified and equipped to do 
the job right. 
The new Duo-Fast CN-325 
nailer. There’s more of what you 
need and less of what you don’t 
at your Duo-Fast distributor. 


DU0-FAST 


Duo-Fast Corporation 
3702 River Road 
Franklin Park, IL 60131 
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CONDO: 


The demand for condominiums is surging 
again but — 

e Either too few builders are building them 
where they're needed. 

@Or zoning and environmental rules are 
delaying their construction. 

€Or there's a shortage of sites. 

So—there simply aren't enough condo 
units to meet the demand. 

“The market here is red hot," says Martin 
Berger, president of Robert Martin Corp. in 
Westchester County, N.Y. The problem: 
zoning and environmental approvals. 

"There's а 300-unit backlog of orders in 
the Chicago area," says Tracy Cross, vice 
president of Home Data Corp. in Hinsdale, 
Ill. The reason: Most builders jumped on the 
single-family bandwagon, some even down- 


bil 
| 
aa 


OT ENOUGH TO GO AROUND 


zoning their condo land. 

“Our 2% rental vacancy is putting pressure 
on condominiums," says Bill Veio, director of 
Rocky Mountain Research Institute in Den- 
ver. As in Chicago, most Denver builders 
prefer to ride the single-family boom. 

"We're running short of desirable loca- 
tions," says marketing consultant Andy 
Greenman, of Hollywood, Fla. And he is 
talking about Florida's Gold Coast, where 
only a few years ago there was an inventory of 
40,000 units. 

What has happened to make condomin- 
iums a standard part of the housing picture 

in? 

Marketing experts, builders and property 
managers cite these factors: 


eBuilders no longer expect condominiums ning ideas. — NATALIE GERARDI 
at Fairways, this spectacular complex of 58 luxury condominium apartments in Coquitlam, 


«4 British Columbia, piggybacks 2'^-story units on top of its flats (see page 68). 


to win 50% of the market, and so they are 
designing them for those market segments 
that prefer the condominium style of life. 
eBuyers have gained confidence because 
they now understand the condominium 
concept and know the questions to ask. 

eSome things that gave the condominium a 
bad пате — such as lowballed monthly dues, 
long-term management contracts and recrea- 
tion leases— are disappearing, partly under 
pressure from the lenders and new state laws, 
but particularly because prospects won't buy 
where such abuses exist. 

On the next two pages the experts discuss 
who's buying and why. And beginning on 
page 68 are three condo marketing successes 
that incorporate some novel design and plan- 


“Small households,” says Bill Smol- 
kin, a marketing consultant based in 
New Orleans. In 15 years of studying 
comparables for condominium and 
townhouse feasibility, Smolkin has 
never found a project in which two- 
thirds to 80% of the households were 
not of three persons or less. 

“This has held true regardless of 
price or location,” he says, “and even 
with projects aimed at families.” 

Smolkin points out, however, that 
small households include some of the 
fastest-growing market segments in 
our society: the singles and divorced 
[H&H, June °77], the young marrieds, 
couples with one child, empty nesters, 
and widows or widowers. 

Most marketing experts agree with 
Smolkin. “Тһе family market for 
condominiums is weak,” says John 
Scott, vice president of Development 
Research Inc., a New Haven market- 
ing firm that publishes a magazine 
called Connecticut Condominium. 

Scott points to Fairfield County, 
within commuting distance of New 
York City. 

“Condominium prices there are too 
high for young families,” says Scott, 
“and in the neighboring counties 
single-family prices are still low 
enough so there’s little advantage to 
buying a condominium.” 

California, as usual, seems to be an 
exception. The popularity of the 
condominium never waned there to the 
extent it did elsewhere, partly because 
the California condominium statute 
was one of the earliest and strictest in 
the nation. Now, with the prices of 
single-family houses out of sight, fami- 
lies are beginning to buy condos. 

“Such families are still a small 
percentage of the market,” says Gary 
Ryness, who heads a marketing firm in 
Danville, Calif. “But for years these 
people had always held out for single- 
family detached." 


People are buying for 

tax saving and appreciation 

So says Bernie Frankel, vice president 
of Robert Martin's Condo Mart, a real 
estate agency formed to sell new and 
used condominiums in Westchester 
County, N.Y. 


PHOTO ON PAGES 64 AND 65: SIMON SCOTT 


WHO BUYS CONDOMINIUMS. 


And the unhealthy state of the 
rental market, where almost nothing 
has been built in recent years, adds to 
the demand for condominiums. 

"New leases contain big rent 
increases, and luxury buildings offer 
fewer and fewer services," says Fran- 
kel. “So people decide to own." 

An indication of how many would 
rather own: Condo Mart's volume for 
March was $2 million. 

Similarly, in Denver, Rocky Moun- 
tain Research Institute has just 
reported on how the 2% apartment 
vacancy rate affects the demand for 
condominiums. 

"That may help stimulate some 
thinking about this being the right 
time to get back into condos," says 
director Bill Veio. 

The Miami area, which had some 
40,000 units on the market a few years 
ago, now has some large, new projects 
under construction. Much of the inven- 
tory was sold at big discounts, and 
much was taken off the market and 
turned into rentals. According to 
Lewis Goodkin, president of Goodkin 
Research in Fort Lauderdale, these 
units are now coming back on the 
market as condominium conversions. 

Two other influences on the Florida 
market: a large number of speculators 
and an influx of foreigners— particu- 
larly Latins and Canadians. The Flori- 
da market is unusual in another 
respect, too: It has developed a condo- 
minium move-up market. 

“Мапу people who bought inexpen- 
sive condominiums as second homes in 
the early 1970s have since come down 
to retire," Goodkin explains. “Now 
that they're here for good, they find 
the unit that was such fun for a vaca- 
tion is inadequate. So they're moving 
up to bigger ones." 

He cites The Hamlet in Delray 
Beach [H&H, June '75], where prices 
average $145,000, as a community 
that is drawing people from condomin- 
iums that originally sold for $30,000 
and $40,000. 

Retirees make up most of the 
Florida condominium market. In much 
of the country, however, the buyers are 
older couples who need to reinvest the 
proceeds from the sale of their big 
homes and younger people who would 
have been renters a few years ago. 
Today, however, many want a tax 
break, many are attracted by the pros- 


pect of paying for their purchase wit 
cheaper dollars because of inflation 
and many are looking for appreciatio 
so that they can eventually make a 
down payment on a single-family 
house. 


Resales add strength 
to the condo market 


The young couples who bought at 
Sunrise Hill, in Norwalk, Conn. [H&H, 
Dec. '76] for $39,900 to $50,900 in 
1976 are reselling now for $70,000 to 
$90,000. And those who bought at the 
Robert Martin Company's High Point 
in Hartsdale, N.Y. for $37,500 and 
$55,000 three years ago are reselling 
at $55,000 and $75,000. This means 
they can now afford the down payment 
on a $70,000 or $80,000 single-family 
detached house. The obvious lesson 
isn't lost on their friends. 

Today's healthy resale market has 
also set to rest some of the fears of 
early condominium buyers: Would 
review of all the documents be prohibi- 
tively expensive for the second buyer? 
Would banks give mortgages? 

At first there was little experience to 
draw on because condominiums were 
too new to have a resale market. Later, 
resales had to compete with builders’ 
inventory. 

Ken Kerin, director of the eco- 
nomics and research department of the 
National Association of Realtors, has 
questioned 50 Realtors around the 
country about resales. 

"We're convinced that the condo- 
minium market has gotten over its 
growing pains and that it's going to do 
very well in 1978," he says. 

In some desirable areas, such as 
Connecticut's Fairfield County, condo- 
miniums have appreciated so much 
that resales are beyond reach of first- 
time buyers. We're seeing a jump in 
the average age of the owners of 
certain communities," says Develop- 
ment Research’s Scott. “The only ones 
who can afford the units that come on 
the market are empty nesters.” 

And—an indication of the new 


ND M Bl MULTIFAMILY CONTINUED 


sophistication of today's buyer — where 
there is still inventory left from the last 
recession, resales command higher 
prices than the new units. 

"People are worried about the 
future of the unfinished develop- 
ments," says Scott. "So they'd rather 
pay a premium to be in one that's 
finished and under owner manage- 
ment." 


Is price a large part 

of the decision to buy? 

Here the experts disagree. Ryness 
points to the families who buy condo- 
miniums because they cannot afford 
single-family homes. And Al Gobar, 
who heads Real Estate Information 
Systems in Brea, Calif., is convinced 
that to be successful, a condominium 
project must be priced 20% below the 
average single-family home, except in 
unusual circumstances. 

"There's a strong desire for owner- 
ship," he says, "but it's not so strong 
that people will pay the prices they pay 
for single-family houses." 

Smolkin, on the other hand, believes 
that families that cannot afford new 
single-family homes are more likely to 
buy used homes than condos. 

"| believe that people buy condo- 
miniums because they offer a way of 
life that fits them, not because they're 
cheap or anything else," he says. 

And Smolkin adds that he sees more 
condominiums and other multifamily 
ownership projects being introduced 
into small towns successfully. 

"They're passing from being an 
oddity to being a standard part of the 
housing repertory," he says. "And 
they're being well received because 
they're done carefully." 


Better quality has helped 
make condominiums acceptable 
“In the early days, too many condo- 
miniums were just glorified apart- 
ments," says Les Goodman, who heads 
his own consulting firm in Fullerton, 
Calif. “Maybe they had some up- 
graded features, but their floor plans 
weren't much better and their style of 
life wasn't better at all." 

Today, on the other hand, Goodman 
sees bigger rooms, better floor plans 
and a concern for privacy, particularly 


at the entries and rear patios. 

And the buyer, even though he may 
be young and inexperienced — de- 
mands this privacy. In Houston, for 
example, marketing consultant Jack 
Cliff recently did a study to see if 
buyers would pay an extra $3,000 for 
heavy soundproofing. They would, 
even though many had to scrape to 
come up with their down payment. 

Houston has had a lot of apartment 
conversions, and Cliff believes that 
these have contributed to this feeling 
among his buyers. 

"They've all been to the apartment 
of a friend who bought a conversion 
and heard a neighbor flushing the 
toilet or taking a bath," he says. “So 
the first thing they tell us is, ‘I don't 
want to hear my neighbors.’ " 

Despite such problems, higher- 
density living seems to be generally 
accepted today, even among single- 
family detached buyers. Says market- 
ing consultant Bill Becker of Teaneck, 
N.J.: “The day of the big lot is really 
over. What people are looking for 
today is a living style, within the house 
and without." 

And the condominium concept lends 
itself to creation of distinctive styles of 
living. In California, for example, 
developers are building theme condo- 
miniums much as apartment builders 
used themes to gain rent premiums a 
few years ago. Typical of such condo- 
minium projects are Quail Ridge in 
Fullerton and Orange Lakes in 
Orange, both of which are heavily 
waterscaped [H&H, Sept. 77]. The 
sound of the water masks street noise 
and other sounds and contributes to a 
feeling of privacy. 

Other projects use spectacular views 
as their theme, and they are being 
built on hilly sites that had been 
passed over. Now developers pay the 
extra cost of complicated foundations 
because they can recapture it with 
premiums of up to $30 a sq. ft. for 
prime views. 

"Developers are getting more crea- 
tive in trying to insure success," 
explains Gary Ryness. "They're will- 


ing to go the extra mile to offer desir- 
able siting or interesting themes for 
the common area." 

At the same time, however, several 
of the experts noted that developers 
are cutting down on the amenities they 
provide in all but resort markets. They 
have learned that buyers don't want to 
be saddled with the expense of 
carrying major recreation complexes. 


Management is still 
a stumbling block 


While many buyers are past the 
pioneering stage when it comes to 
buying, they're not when it comes to 
running an owners' association. 

"They're looking towards the build- 
er to be the godfather," says Becker. 
"And builders haven't learned the 
value of preparing residents to run an 
association and be in business." 

Property manager William (Don) 
Sally, vice president of Baird & 
Warner in Chicago, agrees: 

"There's still a lot of naivete in this 
area," he says. "People don't know 
where to go for help." 

One place they can go is to the 
Community Associations Institute 
(САТ) in Washington, D.C., founded 
five years ago to help condominiums 
and homeowner associations deal with 
the problems of self-government. Jim 
Dowden, executive vice president of 
CAI, is more optimistic than either 
Becker or Sally about the sophistica- 
tion of today's buyer and the respon- 
siveness of the developer. 

"Buyers are putting a lot of people 
through the hoops," he says. “I think 
they understand the concept a lot 
better." 

Dowden feels that today's developer, 
too, is doing a better job of packaging 
a product, developing the documents 
and preparing the homeowners to take 
over. "The documents we're seeing 
today are more flexible," he says. 

One reason for this: Many condo- 
minium mortgages are now being 
resold in the secondary market. Fred- 
die Mac, Fannie Mae and VA and FHA 
are all imposing requirements on those 
mortgages that go beyond the typical 
requirements of a single-family mort- 
gage. Among these requirements: pro- 
fessional management and reserves for 
future repairs. —N.G. 
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Stack-up _ 
spectacle in 
Canada 


This eye-catcher is exciting in every- 
thing from the design of its piggy- 
backed units to its site plan. 

The project, known as Fairways, 
was developed in Coquitlam, British 
Columbia, by H. A. Roberts Group 
Ltd. Its 58 units sold out in 60 s for 
$80,000 to $120,000. Here's why. 

Fairways is built at 29 units per 
acre. But it has little of the crowded 
feeling that's associated with so many 
high-density complexes. That's chiefly 
because R. E. Hulbert and Partners, 
the architects, set the two buildings 
along three edges of the two-acre site. 
Hence the contiguous parks and golf 
course seem a part of the project 


(photo, pages 64 and 65). This arrange- 
ment also provides space for a central 
landscaped court. 

Subterranean parking also has a lot 
to do with Fairway's uncrowded feel- 
ing. Each of the apartment buildings 
sits atop a concrete garage (see section, 
page 70). There are two parking spaces 
per unit plus guest spaces. 

Skylit pedestrian malls lead to the 
front doors of the project's multilevel 
units, which are entered on the top 
floors of each building. The malls, 
paved in brick and landscaped with 
planters and potted trees, give resi- 
dents a sense of outdoor access. The 
buildings’ elevators bypass mid-floors 


unless activated by a key-operated 
button, so visitors must go to the top- 
floor entries. 

An innovative design eliminates two 
troublesome aspects of most high- 
density buildings. Specifically: 

@Lack of entry privacy in double- 
loaded corridors is avoided by stag- 
gering apartment entrances (building 
plans, page 71). Doors to first-floor 
flats are screened from the main corri- 
dors by angled walls. Upstairs, entries 
to multilevel units are individualized — 
almost like townhouse entrances— by 
setting them into or behind shed-like 
structures (photo, page 70). 

€Noise between floors of different 


Tightly packed project (29 units per acre) 
includes rec building (at left of central 
landscaped court in site plan above). Apartment 
buildings are entered from the court (photo, 
left). Sunken driveway at right side of the two- 
acre site leads to split-level garages below the 
stacked apartments. 


units is reduced in two ways: 
Bedrooms occupy the lower-level of 
the 2'5-story apartments, so first-floor 
flats are buffered against sounds from 
the living/dining rooms and kitchens 
of the multilevel units. And ceilings of 
first-floor flats are soundproofed by a 
special system* so that their noise 
won't penetrate bedrooms of multilevel 
units. 

There are five varied floor plans. 
Multilevel units have either mezzanine 


*Chief components of the soundproofing system 
are a lightweight concrete floor over '4'' fiber- 
board, 2^" fiber glass batts between 2x10 joists 
and resilient clips used for attaching a '^'* 
gypsum board ceiling. 


lofts overlooking two-story living 
rooms (plan B, page 71) or private 
rooftop terraces. All have skylit break- 
fast areas, and balconies that are 
angled to increase privacy. 

First-floor flats, each with two 
terraces, are available with three 
different floor plans (page 71). 

Two of them separate the sleeping 
and activity areas by a change in 
levels. These units have a large break- 
fast area next to the kitchen. 

The third, with all space on one 
level, provides privacy between the 
master and secondary bedrooms. This 
plan has an eat-in kitchen. 

— JUNE R. VOLLMAN 
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2 LEVEL, TOWNHOUSE —— 
SKYLIGHT 

EXIT CORRIDOR 
PEDESTRIAN #TREET 


Building section (above) shows how 
architects worked their design into the 
natural contours of the site. The 
landscaped pedestrian mall (top of section 
and photo above) is an exciting a ity 
and excellent protection against the 
heavy rains that are frequent in British 
Columbia. 


Two-story living room (/eft) is a dramatic 
feature of the multilevel plan (top right, 
facing page). Its loft can be used as a den 
or guest bedroom. 
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Curved buildings and lawn pick up lawn design on other side of road. A circle is formed, de-emphasizing intrusion of highway. 


Curve а | 
in Connbeticut 


Had The Common gone straight, it 
might have failed. 

The curves were needed to de- 
emphasize the 6.5-acre site's exposure 
to heavy traffic on the Boston Post 
Road in Greenwich, Conn. (air view, 
facing page.) 

That was vital to Collins Develop- 
ment Corp., says marketing director 
Bill Fox, because other developers had 
found the historic highway a stum- 
bling block in marketing expensive 
high-rise units. (Condo prices in the 
area average $120,000.) 

So developer Arthur Collins took a 
different tack. Along with SMA 
Architects, he devised a series of low- 
rise frame structures. They enabled 
him to offer units for a comparatively 
low $43,000 to $68,000 when The 
Common opened. (Prices now are 
about $20,000-per-unit higher because 


of increased costs, unanticipated con- 
struction problems and heavy de- 
mand.) 

The curved design also disguises the 
fact that these are apartment buildings 
with two-story units piggybacked over 
flats. They look more like town- 
houses. 

The individual units also live a lot 
like townhouses because each has a 
private entrance at ground level (see 
building plans, pages 74 and 75). 

To date, 132 of a planned 200 units 
are sold — primarily to affluent young 
couples and singles attracted by the 
prices and by the off-beat design. 
Developer Collins has deliberately 
slowed the sales pace during the last 
few months to protect himself against 
rising materials and construction costs. 
The project is scheduled for com- 
pletion late this year. 


Landscaped area at project entrance (below) is a buffer zone between Post Road and 
buildings. Concrete pads in aerial view (/eft) are sites of final buildings. 
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Building plans (right) 
show how the ground- = unu 
floor flats and piggy- а L| г ЕЛ 
backed two-story units ‘6 
fall into line within the 
curved, three-story 
structures. Staggering 
the back-to-back units 
provides spaces for pri- 
vate entries and also al- 
lows for maximum sep- 
aration between most of 
the mid-story balconies. 
Where those balconies 
do abut, they are sepa- 
rated by wing walls 
(photo, facing page). 


Two-story units—with 
one exception—occupy 
the second and third 
floors of the buildings. 
The exception: lower- 
floor end units at the 
rear of the buildings 
(plan E), which are in- pe \ ^ 
cluded to keep the E E в i IT 
buildings in scale. The "- \ í : LL REA : 
two-story units (plans C 
& D) are available with 
one or two bedrooms. 
All have two-story 
spaces in the living 
rooms. The master bed- 
room in plan C is open 
to this two-story space; 
so is the single bedroom 
in plan D. 


Ground-floor flats are 
either efficiency units 
(plan A) or one-bed- 
room layouts (plan B). 
In the efficiency plan, 
the sleeping space is 
large enough to be sep- 
arated visually from the 
dining area by a screen 
or a folding partition. 
Patios for ground-floor 
units are screened for 
privacy on three sides 
by wooden fencing. A 
planning feature worth 
noting: Although kitch- 
ens in the project are 
windowless, all have a 
pass-through above the 
sink so they can gain 
light from the living 
room. 
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Terraced landscap- MARTIN TORNALLYAY 
ing, shown above, 
separates all ground- 
floor patios from the 
project's entrance 
road. Low-rise, 
wood-sided buildings 
are more in keeping 
with nearby single- 
family homes than 
brick or concrete 
high-rises would 
have been. 
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Consistent design—in pinwheeled 
fourplexes—is allowing builder Dan 
Kearns to meet stringent environ- 
mental standards at Tennis Village. 

The 64-unit complex was the first 
attached housing approved for Sun- 
river, Ore., a wooded resort commu- 
nity of 5,500 acres. (Previously, 
only single lots had been sold.) 
Among the regulations all Sunriver 
builders must follow: 

*Housing must harmonize with 
the forest, and landscaping with 
forest and meadowland. 

eCommon areas should blend 
into each private lot. So no fencing 
is allowed. 


ө Ғіпеѕ may be levied up to $25 
per inch of the diameter of each tree 
stump removed in violation of envi- 
ronmental rules. 

Kearns and San Diego architect 
Steve Paschall of Paschall & Asso- 
ciates decided to build Tennis 
Village’s attached housing in a 
series of pinwheeled fourplexes. 

The pinwheels could be rotated 
slightly at any given point on the 
site, so few trees would be dis- 
turbed. 

And this design would lend itself 
to use of rugged wood exteriors that 
blend with the environment. 

Kearns says the uniform building 


plan has also made marketing the 
project a snap. He sold the first 20 
units from a scale model (52 units 
are now sold). 

“It was easy for prospects to see 
what they'd be getting," he says. 
"We've also avoided hassles about 
options. No buyer can complain 
that ‘so-and-so got this, but I 
didn’t.” 

Sticking with one floor plan also 
keeps his costs— hence prices— 
down. First-phase units sold for 
$59,500; present prices are $64,000. 
Empty nesters and second-home 
buyers are the primary markets 

—J.R.V. 


Fourplexes are spotted 
throughout the 9.6-acre site 
(above). The floor plans be- 
low show the configuration 
of the four-unit buildings, 
and how much privacy for 
entrances and outdoor liv- 
ing spaces this kind of de- 
sign provides. All units 
have open lofts overlooking 
two-story-high living rooms 
(right) and two full 
bedroom suites (not shown). 
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This is the step-by-step account of a development company’s 
long—and successful— struggle against a powerful local 
planning board. Late-breaking developments took some of 
the bloom off this important victory . . . but its lessons still 


stand for builders everywhere. 
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he highlights of this chronicle: 

The struggle. Round Valley Inc. spent 
four years fighting for the right to build 
its PUD in a New Jersey town that tried 
to zone the project out. 

The late developments. Shortly after 
winning a major court decision that 
seemingly paved the way for its PUD, the 
developer gave another company an 
option to build a non-housing facility on 
half of the disputed site. Further blur- 
ring the picture was the sudden and still 
unexplained departure of Round Valley’s 
president, Joseph A. Therrien, from the 
company. 

The lessons. Despite these puzzling 
side issues, the case is significant because 
it spotlights: 

@The tremendous impact of growth 
pressures on developing municipalities, 
and what this means for the housing 
industry. 

@A bewildering array of elaborate 
tactics and techniques that local plan- 
ning boards can muster to thwart large- 
scale developments. 

*The kind of staying power that's 
needed by merchant builders and devel- 
opers who do dare to buck the no-growth 
trend. 

*The leadership role played by New 
Jersey courts in the war against exclu- 
sionary zoning. 

And, if proof be needed, the case also 
makes another point: Most zoning fights 
deal with big questions for which there 
are no easy answers. 


Plan submitted in 1974 


The set-to began four years ago when 
Round Valley asked the planning board 
of Clinton Township, N.J. (population: 
6,500) for approval to develop a PUD. 
The project, to be phased in over 10 
years, would produce 3,559 units of 
least-cost housing for 9,700 people. 

Round Valley’s proposal got a de- 
cidedly cool reception. Indeed, it was to 
set off a classic, no-holds-barred con- 
frontation with a town that seemed bent 
on preserving the status quo. 

Battle lines quickly formed on both 
sides of the township’s zoning ordinance. 
Primarily aimed at perpetuating large- 


lot residential building, the ordinance — 
never conducive to big developments — 
ultimately was rewritten to include a 
series of cost exactions and restrictive 
conditions that made it impossible to 
build least-cost housing. 

Although the we-don't-want-you mes- 
sage came through loud and clear, 
Round Valley dug in and prepared to 
fight for its PUD. 

When all attempts to negotiate failed, 
however, the battle finally wound up in 
New Jersey Superior Court. After a 29- 
day trial, the court earlier this year over- 
turned the township's zoning ordinance 
on the grounds that it was exclusionary. 
It also decreed that a large portion of the 
developer's building site, previously 
zoned for ROM (research, office, manu- 
facturing), be given a PUD option. 

Nor was it a hollow victory. 

Unlike other developers who have won 
similar lawsuits only to find themselves 
right back in the bureaucratic bog, 
Round Valley now has a guardian angel 
to help steer its PUD through the murky 
municipal waters. 

In handing down his decision,* Hun- 
terdon County Judge Thomas J. Beetel 
(temporarily assigned to the higher 
court) ordered the township to draft a 
new zoning ordinance within 90 days 
after the selection of a court-appointed 
master. This referee, a planning expert, 
will oversee the revision and see that the 
court's deadline is met. 

The bottom line: specific relief for the 
developer and a guaranteed fair shake 
for its PUD. 

When the dust finally settled, Judge 
Beetel characterized the case as “a real 
controversy of social dimension." 


Growth comes knocking 


Clinton Township is a community at the 
transitional crossroads, and the changes 
will become more apparent in the future. 
It’s in Hunterdon County, a once-rural 
area now in the path of an onrushing 
industrial boom. Which means an influx 
of migrating workers and a greater need 


*Docket No. L-29710-74R.W., Round Valley Inc. 
vs. Twp. of Clinton, Flemington, N.J. 
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Confrontation saw Therrien lead the fight 


for moderately priced housing. Already 
camped on the doorstep are AT&T, RCA 
and New York Life. While neighboring 
counties have gotten most of the play so 
far, Hunterdon is next. And much of the 
industrial expansion is expected to focus 
on Clinton Township, a largely undevel- 
oped community with ready access to 
major highways. 

Round Valley’s strategists saw the 
way the wind was blowing. 

The township would need a lot more 
low-cost housing, and the company was 
in good position to fill the bill. It owns 
two strategic pieces of land near the 
intersection of Interstate 78 and Route 
31. One, already zoned for residential, is 
a 320-acre tract surrounding the Beaver- 
brook Golf Club; the other, just across 
the street, is a 470-acre estate that was 
zoned ROM. The two combine into an 
ideal PUD site. 

Round Valley’s plans called for a 
$120-million development. Geared to 
least-cost housing, more than 90% of its 
mix would be for-sale garden apartments 
(under $30,000) and townhouses 


against planning board chaired by Carolyn 
Neighbor. 


($50,000), with the balance single- 
family detached ($68,000). To make it 
all go, the project needed a density of 4.5 
units/acre. 

Then came the developer's homework. 
Numerous studies were made to ensure 
that the PUD could be accommodated 
without adversely affecting the township. 
Data was compiled on sewerage treat- 
ment, water supply and traffic patterns. 
Environmental safeguards were added, 
especially for storm water runoff. 

In addition, Round Valley worked up 
a pro forma study comparing the PUD's 
cost impact on municipal and school 
budgets with projected tax revenues 
from the housing. According to these 
figures, the township stood to pocket a 
tax surplus for each year of the develop- 
ment's build-out schedule. 


Strategy: Zone 'em out 


The local planning board wasn't dozing 
either. It realized that the township had 
become a growth target for developers. 
Indeed, the strategy for dealing with this 
situation had been worked out years 
earlier. 

Back in 1969, after rejecting a 
density-change request when Levitt and 
Sons wanted to build 1,200 units in the 
area, the township quickly changed its 
zoning law to bar residential construc- 
tion in mixed-use zones. 

A new ordinance in 1974 further 
restricted housing by sharply increasing 
the amount of acreage zoned for two- 
acre lots while, at the same time, chop- 
ping the zone for smaller (30,000-sq.-ft.) 
lots by a third. The law also allowed 
cluster housing— providing, however, 
that it was on a minimum 40-acre site; 
had access to public water and sewers; 
and included one single-family unit for 
every apartment built. 

Meanwhile, some cataclysmic changes 
were taking place in the state. 

Until recently, New Jersey courts 
tended to avoid mixing in on such local 
legislative matters as zoning. But be- 
cause of the pressing need for moderate 
and low-cost housing and the exclu- 
sionary practices of so many municipali- 
ties, judicial attitudes have toughened. 

For example, in recent cases involving 
two townships that were found to be 
exclusionary — Mount Laurel and Madi- 
son—the state's Supreme Court ruled 
that developing municipalities must pro- 
vide an opportunity for a variety of 
housing for all people and, further, that 
they must adjust their laws to allow for 
least-cost housing. 

Clinton Township thus had to revamp 
its zoning laws once again. 


The waiting game 


Where did this leave Round Valley’s 
Beaverbrook project? Still on the shelf, 
where it had been languishing since 
January 1974. After submitting plans 
and studies along with a proposed PUD 
ordinance (Clinton Township didn't have 
one), the developer ran into nothing but 
brick walls. 

Something was happening, though. 
Shortly before Round Valley made its 
pitch, the township declared a six-month 
building moratorium and later extended 
it another six months, ostensibly to buy 
time while it studied its zoning options. 
It also withdrew from the only two 
public sewerage utilities in the imme- 
diate area—after Round Valley an- 
nounced its PUD. 

Although the project stalled, its devel- 
oper kept busy. A massive campaign was 
mounted to tell the PUD story. Presenta- 
tions were made to environmental, 
school, rotary and business groups. And 
an in-house newspaper — The Beaverbrook 
Times— was sent to every registered 
voter. 


No least-cost housing 


The township finally produced its long- 
awaited ordinance in late 1976. Round 
Valley took one look and sued. 

For openers, the estate side of the 
Beaverbrook project failed to get a PUD 
designation. Some areas actually were 
zoned PUD but, because of their location 
and/or topography, could be developed 
only at great expense. The township, in 
effect, said no to least-cost housing. 

In addition, the amount of land zoned 
for industrial/commercial uses was 
sharply increased. Although the town- 
ship accounts for only 8% of Hunter- 
don's area, it reserved more acreage for 
non-residential purposes than the entire 
county will need over the next two 
decades. 


But lots of exactions 


The shocker, though, was a long list of 
cost exactions that could not but make 
any big-volume builder think twice. 
Some examples: 

ФА third review stage tacked onto the 
customary preliminary/final approval 
process for site plans and subdivisions (a 
delay Round Valley could ill afford since 
its land-carrying costs were $1,000 a 
day). 

ФЛ requirement that all on-site 
improvements be completed before final 
approval of the entire project. In short, 
no sales could be made until this work 
was done even in areas that wouldn't be 
built out for years. 


*Bonding for off-site improvements 
set at 150% of the cost of each improve- 
ment — plus cash payments. 

*Two percolation tests (for deter- 
mining the soil's ability to absorb sewer 
effluent) for each lot prior to preliminary 
application. This despite the fact that 
multifamily units must use public water 
and sewers. 

ФА two-year road maintenance 
guarantee instead of the standard one- 
year arrangement. 

© Ехсеѕѕіуе and unnecessary road, 
curbing, sidewalk and setback require- 
ments, many contrary to good environ- 
mental design. 

According to Round Valley, these 
exactions added up to $1,390,200 in 
additional on-site development costs 
alone. 

Perhaps the most damaging exaction, 
though, was the absence of vesting. 
Instead of granting a final approval for 
the entire project, the township required 
a separate approval for each construction 
stage. Thus the developer was unable to 
assure homeowners— not to mention 
banks, contractors and investors— that 
all phases would eventually be ap- 
proved. 

And there were fee exactions, too. 

Disregarding the fact that basically 
the same plans would be used for most of 
the PUD units, the township set up its 
processing-fee schedule on a per-lot 
basis. Result: much unnecessary duplica- 
tion of review work —and a $245,000 tab 
for paperwork. 

Inspection fees run the bill even 
higher. These were set at a flat rate of 
$3,700 plus 2.575 of development costs, 
or more than $400,000. 


A decision at last 


Last year's trial featured 200 exhibits 
and a parade of expert witnesses, most of 
them supplied by Round Valley. The 
trial made some telling points. 

The township claimed it had zoned for 
2,120 least-cost units, yet 96% of these 
were in tracts that had "severe limita- 
tions" and would be costly to develop. 
The court called these areas “сатоџ- 
flage" zones. 

Recommendations by the township's 
two outside planners that the estate side 
of the Beaverbrook property be given a 
PUD option were rejected out of hand 
without further study. It also transpired 
that in more than three years the town- 
ship engineer was never asked to look at 
the PUD plan. 

The planning board refused to approve 
the PUD because it lacked sewerage treat- 
ment facilities, a situation created by the 


TO NEXT PAGE 
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township when it withdrew from two 
local sewer authorities after Round 
Valley made its application. 

Judge Beetel also declared that Hun- 
terdon was part of a five-county housing 
region—and not a separate region unto 
itself, as the planning board contended. 
And as such, it had to consider the needs 
of people living in the other four coun- 
ties. He noted that the median income in 
the region was $17,500 and that 95% of 
Clinton’s for-sale housing (average price: 
$70,400 and rising in 1976) was beyond 
the means of 75% of its people. 

In the end, however, it was the illegal 
cost exactions and its arbitrary choice of 
remote and unfavorable PUD locations 
that did the township in. 

Although Round Valley finally got a 
court-ordered PUD designation for the 
other half of its site, Judge Beetel 
reduced the density from 4.5 to 3 
units/acre (to conform with the original 
recommendations of the township’s out- 
side planner). 

Clinton Township says it will appeal 
the decision. 


The powers that be 


Hermia Lechner, who describes herself 
as a “country person,” led the fight 
against Round Valley. Mrs. Lechner, an 
avowed environmentalist, also happens 
to be mayor of Clinton Township. 

“You can’t talk about housing without 
considering your natural resources, espe- 


One builder defines exclusionary zon- 
ing as “a legislative process designed to 
keep out others who are the same as 
you were when you came in.” A bit pat, 
perhaps, but basically that’s what the 
issue is all about. 

Most of the barriers are being put up 
by developing municipalities whose 
officials and residents, many of whom 
fled the urban problems of big cities 
and built-up suburbs, now see their 
good life threatened by growth. Fre- 
quently, they equate lower-cost housing 
with the ghetto. Hence the need for 
zoning safeguards to ensure that “it 
doesn’t happen here.” 

Minorities and blue-collar workers 
are the main victims of snob zoning, 
but it also affects the young, the old 
and the poor. That adds up to a lot of 
Americans. 

Smoke screens. How do the exclu- 
sionists keep builders out? Usually by 


cially water,” she says. “If you destroy 
or impair an original water supply, 
forget about the economic growth and 
social attributes of a region. Unless, of 
course, you don’t mind a little cancer in 
the water.” 

Basic resources aren’t destroyed over- 
night, the mayor holds, but are “nickeled 
and dimed away” by planning boards 
that don’t understand the interpretations 
of court decisions. 

Mrs. Lechner claims there is no real 
planning today, “just responding to pres- 
sure. 

"Too many simplistic decisions are 
being made without looking at how hous- 
ing, transportation and jobs impact on 
the water supply. Planners ask, ‘How can 
we accommodate this growth?’ instead 
of ‘Why should we?’ I’m not saying there 
shouldn't be any growth, because we're 
in a watershed area here; just that we 
have to be very careful.” 

According to the mayor, the trouble 
with PUDs is that “you never end up with 
just one project. Other PUDs and big 
developments will follow. Ultimately, the 
question is: Where do you put these 
numbers and concentrations of people 
and their activities? People also bring in 
all kinds of pollution. Dog walking. Paint 
and chemicals dumped down storm 
water drains. And the car traffic with its 
worn-off tire rubber that's put into the 
ground after a rain. 

“Urbanization and a watershed,” con- 


citing the community's desire to retain 
its rural, small-town character. Or the 
need to protect natural resources and 
the environment in general. Then 
there's the pocketbook strategy of 
claiming that a proposed development 
won't be able to pay its own way, 
leaving the town with a financial 
burden. 

Large-lot zoning is probably the No. 
1 deterrent to unwanted development. 
Others include limiting the size, type 
and number of units that can be built. 
And, of course, setting arbitrary con- 
struction standards that have no rela- 
tion to health, safety and welfare. 

Fighting back. Builders traditionally 
have shied away from disputes— let 
alone the trauma, delay and expense of 
a court battle— with local governments. 
Sooner or later, it's reasoned, they 
must go back to the town for a building 
permit. And planning boards don't look 
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How zoning game is played... 


Nay-sayer: Mayor Hermia Lechner concedes 
she nixed project without reading any of the 
support data. 


cludes Mrs. Lechner, "just aren't com 
patible in the same place." 

Carolyn Neighbor, vice chairman o 
Clinton Township's planning board and 
a professional planner in her own right, 
takes a slightly different tack. She 
accepts the fact that growth is coming to 
the area. 

“It’s inevitable. Whether that's good 
or bad is another question but the town- 
ship is in no position to do anything 
about it. We can't keep our heads in the 
sand, though. People are going to move 


kindly on people who sue them. 

All that may be changing, however. 
New Jersey, Pennsylvania and New 
York have outlawed exclusionary zon- 
ing, and others are taking a closer look. 
The courts are beginning to intervene 
in local zoning cases and, what's more, 
builders are frequently winning. 

Homework counts. The best way to 
avoid trouble is still to come up with a 
development plan that has minimum 
defects. So says Rahenkamp, Sachs, 
Wells and Assocs. the Philadelphia 
consulting firm that put Round Val- 
ley's plan together. "Everything, from 
soil tests to noise pollution, must be 
buttoned down to minimize a project's 
negative impacts," notes John Rahen- 
kamp. 

And the firm should know: Six of its 
clients (one of them a municipality) 
have gone to court in the past two years 
and came away winners. 


Aye-sayer: Judge Thomas Beetel’s 92-page 
decision came down hard on Clinton 
Township's zoning ordinance. 


out of the ugly center cities. However, it 
doesn't make sense to move large 
numbers of people here if they have to 
drive back to jobs in northeastern New 
Jersey. So we're faced with two choices: 
Either restrict growth or provide employ- 
ment opportunities." 

And that, says Mrs. Neighbor, is what 
the Round Valley case was all about. 
"At issue here is the township's responsi- 
bility to protect that property because of 
its tremendous potential as a major 
employment center." 


How much does restrictive zoning 
cost? 

Plenty. Because Round Valley’s 
project still isn’t off the ground, 
increased costs of building materials 
alone ensure that its unit prices will be 
a lot higher than originally planned. 

But it's not only least-cost housing 
that suffers. 

Take Lanid Corp., an award-winning 
(American Institute of Architects) de- 
veloper that is now doing a 430-unit 
cluster project — half townhouse con- 
dos, half single-family detached —іп 
Clinton Township. 

Lanid has been trying to build here 
since 1971. Unable to get a 210-unit 
single-family project moving because 
of approval delays, it dropped this plan 
in 1974 and began all over again with a 
new mix that included multifamily 
units. In all that time, however, less 
than 60 lots have been approved. 
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Where it now stands 


Round Valley, fresh from its courtroom 
victory, finally appeared to be in the 
driver's seat. But not for long. Winning 
its case, the developer shocked friend 
and foe alike by gambling with the PUD's 
future. 

It gave another company an option to 
build a research facility on the hotly 
contested estate side of its building site. 
Why? Because Round Valley said it was 
convinced that the township doesn't want 
any development —even ROM—on this 
land. So it feels the option buyer won't 
be able to build anything anyway. Mean- 
while, the developer has picked up an 
option fee—and already used it to 
reserve future sewerage capacity at the 
town of Clinton's treatment plant. 

Results of this dice throw won't be 
known until Aug. 1, the deadline for 
exercising the option. 

The township, of course, has its own 
reading on the maneuver. Says Mayor 
Lechner: “It proves that we were right to 
zone that tract ROM in the first place." 

Should the option lapse, Round Valley 
must wait another two years to see if the 
township appeals the zoning decision. 
The developer can afford to ride out this 
costly delay because it has a well-heeled 
parent: LU. International of Philadel- 
phia, a diversified company that had 
sales of over $2 billion last year. 

But Joseph Therrien, who was on the 
firing line for four years, won't be 


.and why homeowners pay the tab 


Main reasons for the snail's pace: 
foot-dragging by municipal officials, 
excessive requirements (unnecessarily 
wide streets and thick pavements, over- 
sizing of many items, etc.) and long 
delays before even the most minor 
discrepancies could be corrected. 

Cash down the sewer. There was also 
the perc test flapdoodle. Under the 
township's zoning law, multifamily 
units must use public water and sewers. 
Lanid, accordingly, contracted for ser- 
vice with the local sewerage-treatment 
facility. Before pipes could be laid, 
however, the planning board ordered 
that perc tests (a must when septic 
systems are used) be made for each 
multifamily unit. 

“It was a dreadful waste of time and 
effort," says President Bud McNally. 
"Moreover, about $11,000 will go 
down the drain when we tap into the 
public system. Someone has to pay for 


around for the final outcome. Although 
no one is saying much, it appears that his 
falling-out with LU. International had 
nothing to do with the PUD project. Nor 
does this change signal a switch in plans, 
says Philip S. Cottone, Round Valley's 
new president. 

"Our commitment to the PUD stands 
as before," he said. 


Marking the trail 

What does this zoning fight prove? 
Mainly that a whole new way of playing 
the development game has evolved. 

Few big-volume homebuilders— i.e., 
those doing 50 or more units at a clip— 
have either the capital resources or the 
necessary expertise to cope with the 
problems that Round Valley faced. 
There are just too many disciplines 
required today. To come up with a devel- 
opment plan that's both credible and 
defensible, the builder must seek out 
numerous experts— environmental, 
scientific, political and social — for guid- 
ance. 

Says the departed Therrien: 

“It’s getting to the point where 
builders will probably have to do joint 
ventures with land packaging specialists, 
people who have the talent, money and, 
especially, the patience to deal with local 
governments. 

"Or, to put it another way, the reali- 
ties of this business have changed." 

—BILL MULLIGAN 


it, though." 

And that someone 
buyer. 

The cost spiral. Costly delays, arbi- 
trarily tough standards and such snafus 
as the perc test have caused Lanid's 
prices to skyrocket. Single-family units, 
originally pegged at about $55,000, 
now fetch $85,000 to $100,000 and the 
townhouses have climbed from the 
$29,000-$40,000 range to $60,000- 
$70,000. 

Simply stated, says McNally, "the 
economics of this development have 
been destroyed." 

Would McNally consider doing an- 
other job here? “I’m 53," he says 
without malice or prejudice, "don't 
smoke, drink moderately, watch my 
weight and am fairly religious about 
getting physical checkups. However, I 
don't think Га live long enough to get 
another site plan through." — B.M. 


is the home- 
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Pians clinic 


Space-use ideas that can spur sales 


They're from the files of Walker & Lee, a California-based real estate 
company that knows what homebuyers want. The proof: It was 
responsible for 7,322 new-home sales in 1977. 

The ideas below and on the following three pages were collected by 
Steve Auld, Walker & Lee's vice president/development services. 
ее from a presentation he gave to the company’s Arizona 
clients. 

"Use them to stimulate your imagination," says Auld, “апа I’m sure 
you'll come up with one or two ideas that will help you produce a 
better-selling house." — BARBARA BEHRENS GERS 


Eating bars: Make them multipurpose 


Walk-in wet bar/breakfast I 
bars are close to refrigerator 

and dishwasher, yet out of 
the way of kitchen traffic. 
Bar at left is part of a 
kitchen/family room set up. — л 

Its 90-degree angle promotes \ р 
conversation; people like to E M NES Ka 

face one another when 7 


talking. Arrangement а! жге 
аата 
combination Lr = 


walk-m ше оли 
ё breakfast baw 


FAM 


right is appropriate for a 
more formal house. Archway walk-in шеа — 


between kitchen and bar amd. breakfast m z 

prevents kitchen from feeling LOC жд ктт | | 
LIVING closed off, while keeping it 

well separated. OO 


buffet L 
[ores Dac famis 
"conference" table - 

hobby table- desk etc 


Island eating bar (left) serves 
also as hobby table, kitchen 
desk, buffet counter and 
traffic director. Freestanding 
position means furnishable 


A'x 4! counter E table 


wall space in small family adds to works 

room didn’t have to be makes maximum vse a 
sacrificed to an eating bar. Space available for 
Sliding glass doors provide informal dimung 


light and illusion of outdoor 
eating. According to Auld, 
this multipurpose bar is the 
kind of unusual feature that 
gives people a reason to buy. 


Corner eating bar (right) 
squeezes extra counter space 
into a minimum-size kitchen. 
Another benefit: A table 
doesn’t have to be fitted into 
small family room. 


y angled layouts to save space...or optional plans to boost sales 


FAM 


angles help make 


MAX. USE б 


= Angled wall in kitchen at 
right borrows square footage 
from dining room, which 
doesn’t suffer from loss of 
corner. An angled eating bar 
takes up some of the added 
space, and the arrangement 
also helps keep traffic flow 


blocks ب‎ out of the cook's way. | 
from €n Чч Another benefit: Since entry bs, ULEAD 
to kitchen is angled, diners 
| don’t look straight at the LIVING 
LIVING sink. 


Octagonal shape means few 
steps between work centers in 
the kitchen above. And 
there’s still plenty of counter 
space. What’s more, the 
view-broadening, angled 
windows make kitchen seem 
light and open. And the 
angled doorway blocks view 
from entry into kitchen. 
During parties, pass-through 
can do double-duty as a bar. 
The opening also keeps cook 
from feeling shut away. 


Four arrangements of the 
same space (right) show how 
kitchen plan can be offered 
as an option—a mer- 
chandising idea Auld 
recommends. Plumbing and 
electrical connections are 
identical and cabinetry 
options can be standardized 
and prepriced. Informal 
country kitchen (Plan A) is 
wide open, while kitchen with 
walk-in wet bar (Plan B) is 
well separated from family 
room. Plans C and D include 
eating bars—a feature 
preferred by two-thirds of 
the homebuyers Walker & 
Lee surveyed last year [H&H, 
July 77]. 
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Out-of-the-way fixture 
garden baths private. 

Positioning plumbing а 
side walls, as in bath s 
at left, means people i 
master bedroom see de 
rather than fixtures. In 
case the bedroom also 
visual space from the 
uninterrupted view of t 
outdoors. In the bath s 
below left, plant-surrou 
tub and shower are pro 
by bifold doors, and ot 
fixtures are concealed b 


Retreat with wet bar (left) is 
placed to boost privacy of 
master bath; it blocks view of 
dressing area from bedroom 
door. Bath is further shielded 
by placing fixtures on inside 
wall, out of the line of sight. 
Outside wall is left free for 
windows or garden access. 
Note also the good sep- 
aration of retreat area from 
sleeping zone. It’s not 
necessary to walk through 
master bedroom proper when 
entering or leaving retreat. 


vies (кот bedroom 
(Privacy protected 


BR fist view placing them along side 
ood privacy 
smaller tham rendi walls. 
bedroom-size 1 


СООҮҮ\/ 


Secluded room with sink 
(left) is entered solely from 
master bedroom and can be 
put to a variety of uses to 
appeal to different market 
segments: 1) den with wet 
bar, 2) master retreat with 
“morning kitchen” for coffee 
and juice preparation, 3) 
nursery or 4) hobby room. 


Bath serving two secondary 
bedrooms (left) doesn’t need 
a hall access. (Exception: a 
house without a powder 
room.) This arrangement 
promotes privacy —to enter 
bath, children need not walk 
down a hall that’s often in 
full view from living areas. 
Note the compart- 
mentalization of bath so it 
can be used simultaneously 
by occupants of both 
bedrooms. 


ҮҮ! 
1 


Children’s wing (right) fits 
sleeping and study areas for 
up to six youngsters into 800 
sq. ft. Space that would be 
eaten up by a long, dark 
hallway is opened up to 
provide room for games and 
desks. Children doing 
homework, etc., don't 
interfere with adult use of 
family room. 
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Garden space in the 
detached-unit plan shown 
above means there’s lots of 
light for entry and master 
bedroom. At the same time, 
the bedroom is protected 
from neighbor's eyes and is 
well separated from the rest 
of the house. Greenery niche 
next to entry increases 
window space for living areas 
and makes open, windowed 
stairwell possible—a feature 
that adds impact to entry 
and living room. 


Wet bar: Tuck it off an access hall 


Walk-behind wet bar in 
access hall from garage to 
kitchen (right) is an efficient 
use of otherwise wasted 
space. What's more, it's an 
ideal place to serve from— 
close to refrigerator and not 
far from dishwasher. And it's 
out of the way of most traffic 
to and from the kitchen. In 
this plan, the hall was 
widened only slightly to 
accommodate the bar. 


Atriums provide a light 
source for kitchen, dining 
room and secondary 
bedrooms in the attached 
unit plan at right. (Note the 
windowless side walls.) The 
planted areas, which offer 
outdoor living space, also 
separate living and sleeping 
zones. Without the atriums, 
this would be an unappealing 
dark and narrow unit. 
Instead, walking down access 
hall to bedrooms seems like 
passing through a garden. 


hall access creates 
walk-behimd 
wet bar 


| 

| 

| 
09 


ge 
p. 
ү: 


y 

[| 
Na 
€ 
B8 
Б 


Pe е 
Ж, 


У 
ы 


4 
J 


housing 5/78 87 


ery 


FIRST ў 
HONOR 
AWARDS 


[ER mig res es) 
MULTIFAMILY 


Rehabilitations and remodelings 
have captured nine of the 27 
Homes for Better Living 
Awards for 1978. 

This is the first time in the 
23 years of the program that 
reworked buildings have 
received such a large share of 
the awards. First Honor Awards 


1. Santa Cruz f. 


in this group go to two Architect: MBT Associates 1 
multifamily rehabilitations and rss ad paria rir d я 

two custom-house remodelings. 

Four multifamily rehabilitations RENTAL REHABILITATIONS 7 


апа one custom-house 
remodeling receive Awards of 
Merit. 

Other First Honor Awards 
this year go to a student 
housing project and five custom 
houses. 

Other Awards of Merit are 
being presented for five custom 
houses, two merchant-built 
entries, three rental projects and 
two for-sale multifamily 
projects. 

The HFBL program, the oldest 
design competition devoted 
solely to housing, is sponsored 
by the American Institute of 
Architects in cooperation with 
HOUSING. Two juries (page 90) 
spent two days judging 217 
custom-house and 139 
multifamily and merchant-built 
entries at AIA headquarters. — J.R.v. 


2. New York, N.Y. | 3. Philadelphia, Pa. 
Architect: Bernard Rothzeid & Partners | Architect: Baker Rothschild Horn Blyth 
Builder: Rockrose Development Corp. | Builder: BRHB Developers 
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[= ез ES д ui 
CUSTOM HOUSES 


Southern Arizona 
rchitect: Judith Chafee y 4 
uilder: George Mehl Construction 


5. Westchester County, N.Y. 
Architect: Robert A. M. Stern, Architects 
Builder: Franco Brothers Inc. 


6. Glencoe, Ill. 
Architect: Booth Nagle & Hartray/Ltd. 
Builder: Harold O. Schulz Co. Inc. 


7. Hinsdale, Ill. | 8. Napa, Calif. 
Architect: Booth Nagle & Hartray/Ltd. | Architect: Roland/Miller/Associates 
Builder: Maddock Construction Co. | Builder: Charles Gentry 


soi арнаиы, ^y MICE! 
CUSTOM REMODELINGS 


9. Cohasset, Mass. | 10. Coastal Massachussets 
Architect: Stephen Tucker AIA | Architects: Short and Ford 
Builder: Lester Fulton & Son | Builder: Howard Jelleme 
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Multifamily and merchant-built 
jury, from left: Neil Glynn, builder; 
Richard A. Campbell AIA; Rodney 

Friedman FAIA, jury chairman; 
R. Gommel Roessner FAIA and 
June R. Vollman, associate 
editor, HOUSING 


THE JURORS 


Custom-house jury, from left: 
Donald E. Olsen FAIA; Thomas 
Walton, architectural student; 
Warren Cox FAIA, jury chairman 
and Walter Wagner, editor, 
Architectural Record. (Louis Sauer 
FAIA, the fifth jury member, is 
not shown). 
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Architect: Taft Architects | Architect: Endevor Inc. 
Builder: Gauthier Co. | Builder: Endevor Inc. 


(a ES E Еб ee | 
MULTIFAMILY REHABILITATIONS 


11. Cambridge, Mass. | 12. Gloucester, Mass. 
Architect: Gelardin/Bruner/Cott Inc. | Architect: Anderson Notter Finegold Inc. 
Builder: Ibek Corp. | Builder: Sydney Construction Со, 


m s. а 50 


тү” Em metn 


— |н 


13. Galveston, Tex. | 14. Lowell, Mass. 


TEKÎ BE с-ка" т - 
CUSTOM REMODELING 


15. Dallas, Tex. 
Arch.: Leon Chandler Assoc. AIA 
Bldr.: Charles Collum 


ST сул Ga 
MULTIFAMILY FOR-SALE 


UPN ен 


24 We i 


16. Fayston, Vt. | 17. Dillon, Colo. 
Architect: Schleicher-Soper Architects AIA | Architect: Backen, Arrigoni & Ro: 
Builder: Rocchio Building Co. Inc. | Builder: Keystone Div., Ralston P: 


SSS 7180700 
CUSTOM HOUSES 


18. Little Rock, Ark. (vicinity) | 19. Dallas, Tex. 
Architect: E. Fay Jones | Architect: Booth Nagle & Hartray/Ltd. 
Builder: Herb Davis | Builder: Wunderlick Construction Co. 


20. Miami, Fla. 21. Tacoma, Wash. 22. Phapnaquiddick Island, Mass. 
Architect: Robert Whitton Architect: Alan Liddle FAIA Architect: Myron Goldfinger 
Builder: Vihlen Bros. Builder: Dick Wegner Builder: K. T. Galley Co. 
Es = | 
MERCHANT BUILT 


23, The Sea Ranch, Calif. | 24. Oakland, Calif. 
Architect: Donald Jacobs AIA | Architect: Robert Swatt AIA/Bernard Stein 
Builder: Matthew Sylvia | Builder: Paganelli Enterprises Inc. 


i 00x‏ ا 
MULTIFAMILY RENTALS‏ 


25. Winthrop, Mass. 26. Monterey, Calif.; Arch.: 27. Stockton, Calif. Architect: 
Architect: Goody, Clancy & Associates Inc. | Donald Sandy Jr. AIA, James A. | Donald Sandy Jr. AIA, James A. Babcock 
Builder: Bick-Com Corp. | Babcock; Bldr.: Donald A. Phillips ! Builder: Patmon Co. Inc. 
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Bathrooms 
Bathrooms 
Bathrooms 
Security 

Security 
Fireplaces 
Tools/equipment 
Electrical 
Electrical 
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114 
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Demand-metering system | 
catches on 
with homebuyers | 


The Energy Programmer —said to reduce electrical bills by as much as 3575 — has proved | 
out in demand-metered communities* over the last 15 months. The device is being used 
in 13 housing projects in the Denver area, as well as by builders in Ohio, New Mexico 
and Arizona. Here's how it works: 

Homeowners determine how much they want to spend in utility bills, then set the 
demand level. If the level is exceeded, the Energy Programmer switches off the heating 
or cooling in one or more areas of the house. If the high demand level persists, the device | 
shifts heating or cooling from one part of the house to another. If the demand level is | 
still too high, a buzzer sounds. Then the homeowner can either turn off some of the 
appliances or reset the limit to a higher level —and pay a higher electric bill that month. 

In Denver, Wood Bros. Homes now offers the Energy Programmer as standard 
equipment in approximately 800 electrically heated homes. It adds $1,000 to the cost of J 
each house, according to Steve Rand, public relations director. | 

Another Denver builder, Witkin Homes (a division of U.S. Home Corp.), offers the 
control as a $975 option at its Westridge Meadows’ Project. Six days after sales opened, | 
all eight buyers had opted for it. Phillips Control Corp., Englewood, CO. Circle 200 on | 
reader service card 


*With demand metering, charges are based on highest amount of electricity used at one time during billing period. 


Brains and guts (left) of 


Energy Programmer are in 
metal box that's usually 
mounted outside next to 
the electric meter. 


Ene 
° PY Systeme 
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Control panel (left) of 
Energy Programmer in 
single-family house handles 


up to eight heating circuits, 
plus water heater. It’s 
usually located in or near 
kitchen (right). 


Energy Systema 


Programmer 


©0000 1 
ооо e£ 
е. 


А show-them-how display 


Phillips Control offers this sales aid to 
builders who use the Energy Programmer. 
It shows how eight heating circuits are 
programmed in a typical one-story house. 

The Energy Programmer is available in 
three models: a single-unit conventional 
model for most single-family homes with 
baseboard heating and individual 
thermostats; another unit for apartments, 
townhouses or small single-family houses 
with individually controlled electric heating 
circuits; a third type for single-family 
homes that are heated and cooled by heat 
pumps. 
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Forest fires burn 
more than trees. 
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HOUSE &HOME O m) 
AMOCO ROSS ИИ 


Chicago June 20-2] 
san Francisco August 14-15 


An intensive 
two-day seminar 
emphasizing 
practical equity 
release programs 
and guaranteed 
sales plans 


Chicago, Il. 
June 20-21 
Chicago Marriott 


San Francisco, Ca. 
August 14-15 
Fairmont Hotel 


You'll study with Dave Stone 
America’s foremost 
expert on trade-up housing 


You'll see actual case histories 
forms, procedures and exhibits 
And Dave Stone will present 
specific guidelines on how yo 
can effectively develop and 
manage successful equity re- 
lease and trade-up programs. 1 
will show you step-by-step pro 
cedures for originating, negotii 
ing and consummating trade- 
transactions. 


Here's why you should attenc 


Because with new home price 
reaching all-time highs, you 
have to appeal to existing hom 
owners. 


Because if your selling progran 
isn't geared to help these buye 
turn their equity over, you'll mis 
this important market. 


And because if your sales force 
and Realtors aren't trained in 
special trade-up approaches 
and techniques they can't sell 
effectively. 


At this seminar, you'll learn: 


® How builders and Realtors can 
work together to create more 
new home sales and resale 
listings 
How to make equity guaran- 
tees with maximum results and 
minimum risks 
How to capitalize on financed 
equity release plans 


How management con- = Tested contracts, forms 
trols and procedures and systems for manag- 
ensure the efficient ing equity release 
operation of trade-up plans. 

transactions = Criteria for selecting 
How marketing equity Realtors, trade-in hous- 
release and trade-up ing specialists and 
plans increase new qualified listing agents. 


home sales = Ideas for convincing 


hrough lectures bankers and lenders to 


assist you with trade-up 
nd shirt-sleeve housing programs. 
essions " 


Policies and proce- 
Dave Stone dures you can adopt or 
ill show you: 


modify to meet your 
Practical examples of 


own objectives. 


how builders, Realtors, 2 On-site merchandising 
and developers can illustrating the benefits 
benefit by stimulating of moving up to im- 
more trade-up sales proved lifestyles and 
through cooperative new environments. 
agreements. = Advertising and promo- 
tional campaigns to 
stimulate homebuyers 
to make the move up to 
a new home. 


Proven methods for 
computing home 
equities within accept- 
able risk margins. 


And you'll have ample opportunity 

o discuss all these subjects — and much, much 
ore — plus your own individual problems 

ith Dave Stone and your fellow students in 
both formal and informal sessions 


Special seminar features 


An early-bird brainstorming session where Dave 
Stone will discuss individual problems. 

A comprehensive workbook that will serve as a per- 
manent reference guide. 

Management-systems forms that you can apply to 
your own operation. 

A personally developed management-action plan for 
ideas and programs that you can begin to implement 
immediately. 


Dave Stone's expertise in 
real-estate sales and sales 
management comes from years 
of on-the-job experience. He 
began his career as a 
homebuilder and salesman, 
then served as general 
manager of Stone & Shulte, a 
realty firm that represented 
some of the most successful 
homebuilders in Northern 
California. 


While there he pioneered in 
developing trade-in housing 
and the guaranteed sales plan. 
In cooperation with other real 
estate leaders throughout the 
United States, he also helped 
establish the initial Council of 
Trade-In Specialists. 


Currently, he is president of 
The Stone Institute, a 
marketing and sales 
consulting firm with both 
building and realty clients in 
all parts of the country. 


Dave Stone is widely hailed as 
homebuilding's leading 
teacher 

of every phase of sales manage- 
ment. He has lectured to more 
than 100,000 builders, Realtors, 
marketing directors, financial 
executives and salespeople, 
many of them at House & 
Home/Housing's seminars. He 
has produced training films 
and tapes for the housing and 
real-estate industry, and has 
authored nine books on 
real-estate.sales— among 
them the first major book on the 
subject of trade-in housing, 
entitled: "How to Operate A 
Real Estate Trade- 

In Program." 
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How to register 

Please complete and return the coupon 
below to: 

Seminar Dept., House & Home/Housing 


1221 Avenue of the Americas 
New York, N.Y. 10020 


Or you may register by calling 
(212) 997-6692. All registrations will be 
confirmed by mail. 


Seminar fee $425 


The full registration fee is payable in 
advance, and includes all luncheons, 
workbooks and other meeting materials. 


Seminar Dept. 


L1 
52 00110 


Seminar hours 


Registration starts at 8:30 a.m. the first day. 
Programs run from 9:00 a.m. to 5:00 p.m. 
with a special optional brainstorming ses- 
sion beginning at 7:30 a.m. the second da 


Hotel reservations 


While House & Home/Housing does not 
matke individual reservations for seminar 
participants, we have arranged with the 
Marriott Hotel in Chicago and Fairmont 
Hotel in San Francisco to hold a special 
block of rooms for our attendees. You can 
reserve your room at either the Marriott 
Hotel by phoning (312) 836-0100 and the 
Fairmont by phoning (415) 772-5000. 


Please be sure to say that you are attending 
the House & Home/Housing seminar. This 
will identify your reservation with a block 
of reserved rooms, and assure you of the 
special seminar rate. And we suggest that 
you make your reservations as early as 
possible. 


Tax Deduction of Expenses 

An income tax deduction is allowed for 
expenses of education (includes 
registration fees, travel, meals, lodgings) 
undertaken to maintain and improve 
professional skill. See Treasury regulation 
1.162-5 Coughlin vs. Commissioner 203F. 


Additional registrations 


House & Home/Housing 
1221 Avenue ofthe Americas Title 


from my company: 


New York, N.Y. 10020 
Company . 


Name . 


Please register me inthe 


HOW TO UNLOCK THE Address 


Title 


TRADE-UP MARKET 
seminar checked below: City 


Name 


O Chicago, June 20-21 
O San Francisco, August 
14-15 Signature 


Title 


homes <=: 1.124 "2E und 


О Check payable to House & 
Home/Housing enclosed 

O Bill my company 

O Bill me 


Buy the book that helps you sell 
an 5 18-BILLION HOUSING MARKET 


with all-new data on 3,000 key executives 
in 1400 major homebuilding firms operating 
at more than 1,000 locations in all 50 states 


The Blue Book of Major Homebuilders tells you who they are, where they are, what 
they do—and how they’re planning for $18,000,000,000 in revenues from their 
housing production, housing sales, housing rentals, nonresidential projects, re- 
modeling work and property management. 

The Blue Book gives you all-new intelligence on the nation’s most active builders in 
the fast-changing residential market. More than 600 new executives and 400 new 
firms are included in 450 pages of comprehensive research bringing you up-to-date 
on the major homebuilders who build in volume and buy in bulk. 


5 New Features in the 1978 Blue Book 
The 1978 Blue Book offers five new features with new data on: 
1) Property Management: Firms managing residential and commercial prop- 
erties requiring upkeep, maintenance and repair on a continuing basis. 
2) Remodeling: Firms engaged in remodeling, renovation and rehabilitation of 
the nation’s building stock. 
3) Housing Starts: A statistical perspective on single-family and multi-family 


13th Edition 
Over 450 Pages 


ize Bo" x 11" А 
dion housing starts over a 20-year period. 
4) Housing Data: Sources of government and private housing data available 
14 USEFUL FACTS ABOUT for appraising market trends. 
1400 MAJOR HOMEBUILDERS 5) Housing Measures: Useful information on the Typical House, including 
* Name and Address prices. . .number of bedrooms and baths. . .square feet of roofing, wall space 
* Telephone Number . . .equipment. . .and other market measures per million new units, and for 
* Key Executives the nation's stock of occupied dwellings over ten years old. 
* Operating Areas B W S Y 
ак Ие est Way to Serve Your Best Prospects 
e Housing Record Give your management, merchandising, marketing, advertising, research, public 
• Nonresidential Building relations, sales and distribution people the only workbook that tells them all they 
• Remodeling Activity need to know to best serve your best possible customers, clients and prospects. 
• Property Management The Blue Book makes it easy to call up, call on or write to the major builders and 
e Performance Record buyers who need building products, materials, services, equipment, money, land 
e Prices and Rents and ideas for planning, building, managing and remodeling their projects. 
* Money Requirements ; 
e Land йн Just One New Customer Can Pay For Your BLUE BOOK Many Times Over! 
1 иш иш шш шш шш шш шш шш шш шш шш ыш шш шш шш иш шш шш иш шш ыш шш шш ыш ыш шыш шш юш II E M ыш иш 
pande ga - | SHIP 1978 BLUE BOOK THE BLUE BOOK OF MAJOR HOMEBUILDERS к. 
AVAILABLE IN NATIONAL — ! Y | і 
INDICATED BELOW CONSTRUCTION MARKETING RESEARCH ASSOCIATES, INC. 
AND 4 REGIONAL EDITIONS - OS! as 1559 ETON WAY © CROFTON, MD. 21114 : 
Northeast South Midwest West Р Bill me Bill firm National Edition (no. of copi $94.50 i 
Maine Texas Ohio Alaska [ Payment enclosed to save postage & shipping charge ational Edition (no. of copies _________) $94. 
ij Г] Northeast Edition (No. of copies ) $34.50 
Миг орка ia PIRE - PUBLICATION DATE: JANUARY, 1978 O Midwest Edition (No. of copies ) $34.50 1 
R.I. Ark. Mich. Cal. Enclosed is my check (or money order) їог$__ South Edition (No. of copies___________) $34.50 
Vt. La. ind. Wash. Ш payable to CMR Associates, Inc. (Book(s) to be shipped £ West Edition (No. of copies ) $34.50 Й 
Conn. Ky. Wisc. Огед. M prepaid with guarantee of full satisfaction or 15-day full [| 
Mass. Tenn. Ill. Idaho И refund privilege on return of Blue Book of Major Home- [| 
N.J. Miss. Minn. Nev. = РИ ГЕ ы І 
N.Y. N.C. lowa Utah Е напе Title Builder Architect 1 
Ра. S.C. Mo. Ariz. 1 O Manufacturer Subcontractor M 
Dela. ба. N.D. Mont. Е Firm AdAgency/ O Realty L| 
Md. Ala. S.D. Wyo. [| Mà Consultant O Commercia/ Ё 
Va. Fla. Neb. Colo. i Finance Industrial I 
D.C. Kan. N.M. І City Library Government [| 
O Dealer/ C] Oth 
BULK RATES AVAILABLE =F v Distributor 3 і 
TO HELP YOUR DEALERS i ; A Tax-Deductible Business Expense H-5/78 і 
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BATHROOMS 


Contemporary-styled basin, the Ovallav 2300® (above), is one of five 
basin shapes offered in a vanity-top line. Custom-made basins are 
also available. Molded Marble, Menomonee Falls, WI. Circle 210 
on reader service card 


Thermostatic mixer (left) pro- 
vides a continuous flow of 
preset water temperature for 
shower or bath. Hot water turns 
off automatically if cold water 
stops flowing. Grohe, Elk Grove 
Village, IL. Circle 211 on reader 
service card 


Traditionally-styled **Cathedral Oak" vanity (above) features scal- 
loped arches over the mirror and raised-panel doors. Spacious solid 
oak unit has a “Misty White" finish. Riviera, St. Paul, MN. Circle 
207 on reader service card 


f Gold-plated bathroom fixtures 
(left) include a *'Temptrol" 
pressure-balancing mixing 
valve, a shower head and a tub 
i spout. A lavatory faucet is 
included in the line. All fixtures 
are offered in 24 karat polished 
or satin-finished gold plate. 
Symmons, Braintree, MA. Cir- 
cle 212 on reader service card 


Lightweight bathtub (above) is 
made of Ackralac. The 5' x 
3'^' tub can be installed sunk- 
en. Unit is offered in a variety 
of colors. Matching lavatories 
are available. Benjamin, Para- 
mount, CA. Circle 208 on reader 
service card 


Lavatory faucet (right) is part of 
the "International Gold Fit- 
tings" line. It is cast of solid 
brass and finished with 24 karat > 
gold plate. A baroque motif is 

also available. American-Stan- © 
dard, New Brunswick, NJ. Cir- © 
cle 209 on reader service card 
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Whirlpool bath, “Сопіетрга Super 2" (above), is constructed of 
reinforced fiber glass. The bathtub is offered in 6’ and 7’ sizes. 
Four adjustable jets stimulate water. American Athletic, Ft. 
Lauderdale, FL. Circle 213 on reader service card 


MicroThermal 
A step beyond Microwave 


We did it. And here's how. We have combined 
thermal heat and microwave cooking. We created 
an oven that can be used for microwave cooking, 
conventional cooking, or both together. 
Conventional browning is accomplished at 


microwave speed. It can bake (we have cookbooks 
that show how) so the texture, the look, the 
moisture is just like the good old days. 

It's called Micro- Thermal. It's made by Thermador. 
And you're going to love it. 


The Thermador CMT-20 Microthermal Cooking System 


LL 


For information 
contact your distributor 
or write: Dept. S 
Thermador 

5119 District Boulevard 
Los Angeles, CA 

90040 


SANE 


Thermadar 


The Elegant Difference 


Circle 101 on reader service card 


BATHROOMS 


“Chefblok” vanity (above) has a 
butcher-block motif achieved 
with edge-and-end gluing of 
mixed hardwoods. Honey-toned 
cabinet is protected by an alkyd 
urea coating. International Pa- 
per, Portland, OR. Circle 201 on 
reader service card 


Sectionalized shower system 
(right), suitable for remodeling 
applications, can be installed to 
an existing wallboard. Unit will 
fit into a 34'4’’ deep х 84'^'* 
high space. Universal-Rundle, 
New Castle, PA. Circle 202 on 


reader service card 


Ӯ г й М t 
“Savannah” vanitory and surface-mounted cabinet (above) feature 
louvered doors. Cabinetry is made of pine wood. Overhead cabinet 
has a flip-top lock so that mirrors can be easily mounted. NuTone, 
Cincinnati, OH. Circle 203 on reader service card 
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Hinges (as shown) are 
tough enough to handle 
either light or heavy weight 


The time proven, reliable [== 
coil spring and long-life = 
bearing of our Stanley Spring = 

= 
doors up to 160 pounds.” a 

These hinges are avail- IH 
able as factory preset 
No. 2050 or adjustable (and re-adjustable) 
No. 2060 to meet your building code needs. 

The No. 2050 is available in sizes 4V2" x 4"* 
and 4%" x AV2"*, 

The adjustable No. 2060 is available in 
sizes 3/2" x 3Y2", 4" x 4", 4Y2" x 4"* and 4V2" x 
4V2"* and available with square or round 
corners and are engineered to mate with 
standard Stanley hinges of the same size. 


Patented W 
STANLEY 


helps you do things right. 


Circle 102 on reader service card 
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Wasco Skywindows 


create bright, sunny interiors 


Today, more than ever, people want bright sunny 
homes, and look to skylighting to bring in that good, free 
sunlight. Wasco Skywindows make rooms and halls 
seem larger, more desirable; they are easy to install, 
energy efficient, and give long, complaint free service. 
Wasco Skywindows are available in several different 
models to fit the design and style of your homes. 
Double domes are available for energy conservation, 
translucent ones for privacy. Some open for venting, 
some are fixed. There is even a new low profile, 
double glazed, safety-glass unit. You profit from the 
sale of the window and the quicker sale of the home. 


that sell homes. 


Wasco will provide merchandising literature for 
use in model homes and their thirty years of lead- 
ership and promotion assure you of product 
acceptance. Wasco Skywindows are available from 
the industry's largest network of distributors and 
dealers. Profit from the trend to Skywindows. 


Write or call us, today. 


WASCO PRODUCTS, .. 


P.O. BOX 351, SANFORD, MAINE 04073 
TELEPHONE 207-324-8060 


Circle 103 on reader service card 


Featherock Gives 
You 5 For 1 


Builders. With skyrocketing costs it pays to look at the beauti- 
ful equivalent offering substantial savings in material and labor. 
Ton-for-ton Featherock® natural stone veneers yield up to 
five times more coverage than other popular stones like gran- 
ite. Light weight Featherock needs no building ties or footings. 
Pre-sawed flat back Featherock facings work fast inside or 
out, on new or existing buildings. Let our colors and styles 
enhance your design concept. Consult Sweet’s architectural 
file or B.S.I. stone catalog. Write to us for specifications, cost 
analysis and dealer list. 


featheiocdk,. — 
ANC 
2890 Empire Street, Burbank, CA 91510 


(213) 843-8553 


Circle 104 on reader service card 
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BATHROOMS 


“Wyngate” vanitory (above) is 
part of the easy-to-assemble 
“Knockdown” line. Hardwood 
doors are polystyrene ribbed 
and reinforced. Line is available 
in 24’’, 30’’ and 36’’ widths. 
Chemcraft, Elkhart, IN. Circle 
204 on reader service card 


Contemporary-styled lavatory 
pedestal (right) has a brown, 
black or blue tattersall pattern. 
Sink basin is made of vitreous 
china. Matching toilet and bath 
accessories are available. Hast- 
ings, Lake Success, NY. Circle 
205 on reader service card 


TUNE Am sud shower enclosure, the Shower Glide™ (above) 
available in single (shown) or double-mirror panels. Gold- or silv: 


| 
t 
1 


| 


| 


4 


finished anodized aluminum framings with matching towel bar all 


available. Kinkead, Chicago. Circle 206 on reader service card 


Owens-Corning announces High-R Sheathing- 
another way to make your houses more saleable 


"We love the house. But 
what's the fuel bill going to be?" 

No two ways about it. 

Energy-efficient houses 
are more saleable than those 
that aren't. 

Most builders are putting 
thicker insulation in the attic. 
And many have gone to 2" x 6" 
stud construction to accommo- 
date thicker wall insulation. 

But the other builders still pre- 
fer using 2” x 4" stud walls— with 


R-11 or R-13 batt insulation. 

And that's where High-R 
Sheathing comes in. 

%'' High-R has an R value 
of 5. And every additional 
ж’ has an additional R value. 
(See chart.) So builders who 
want to stick with 2'' x 4" studs 
can—and still have energy- 
efficient walls. 

How does High-R have such 
high “R”? 

It's a polyisocyanurate foam 


core sandwiched between two 
reflective aluminum facings. 

Sort of nice. 

High-R Sheathing makes 
your houses more saleable. 

And sets a shining example, 
to boot. 

For more information on 
the performance of High-R 
Sheathing, write to S.F. Meeks, 
Owens-Corning Fiberglas 
Corporation, Fiberglas Tower, 
Toledo, Ohio 43659. 


1"! 


Thickness Е ae p б^ Ce ui TEM 
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SECURITY 


Wireless signaling detector 
(above) sounds a bedside alarm. 
When plugged into a 110-volt 
AC outlet, the alarm center can 
pick up warnings transmitted 
by more than one detector. Pitt- 
way, Aurora, IL. Circle 235 on 
reader service card 


“Bedroom/ Neighbor” alarm 
(right) can trigger an alarm in 
an adjacent home when wiring 
or utility transformers are 


hooked together. The control | 


center’s alarm will be activated 
in the event of fire or burglary. 
Waldom, Northfield, IL. Circle 
236 on reader service card 


“Guardian Switch” (left) turns 
electrical appliances off and on 
automatically at preset times. 
Three time periods, ranging 
from three to nine hours, can be 
set. Mountain West, Phoenix, 
AZ. Circle 237 on reader service 
card 


Seismic security system (above) features a listen-in capability. A 
signal processor is said to differentiate between intruders and 
normal activities. Intrusion Detection Systems, Oakland, CA. Circle 
238 on reader service card 
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Residential dual-channel security system (above) is for use with 
intrusion and smoke detectors. Radio-controlled alarms eliminate 
the need for wiring from point of detection to point of alarm. 
Chamberlain, Elmhurst, IL. Circle 239 on reader service card 


ES 


High-security lock (left) in- 
cludes interlocking deadbolt, 
case, strike and cylinder. Cylin- 
der is pick and drill resistant. 
Automatic shutter guard pre- 
vents lock from being forced 
open. New England Lock, 
South Norwalk, CT. Circle 240 
on reader service card 


ШУ! 
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“Lifesaver II" smoke alarm (above) sounds an alert in two places at 
once. The alarm will sound at the point of detection and at a 
separate portable receiver up to 200 ft. away. Fyrenetics, Elgin, IL. 


Circle 241 on reader service card 
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VILLAGER 


VINYL FLOORING 


EXCLUSIVE CHROM р FORMULA 


New Villager is the first and only vinyl flooring technological breakthrough with the new 
designed from the ground up to meet the exacting exclusive Chromabond formula. Chromabond is a 
requirements of today’s residential builders. unique formulation that offers you these four 
Villager features another major Congoleum® tremendous advantages. 


Exceptional stain 
resistance 


e durable, super-tough vinyl 
rlayer, specially formulated 
r Villager, seals out even the 
roublesome spots and spills. 
Laboratory tests show that 
red to other resilient floors, 
Villager offers greater 
resistance to stains. 


Superior mildew 
resistance 


boratory tests show that the 
lusive Chromabond formula 
offers superior resistance to 

mildew that can cause dis- 
loration in most vinyl floors. 


w Villager is available in two 
exciting designs, carefully 
eloped for consumer accep- 
ce and builder needs, and in 
12' for seamless installation 
ost rooms. Barclay Square? 
ines the simplicity of natural 
ith the elegance of warm and 
h colorations. Its crisp grout 
nd beautiful background are 
right at home with most any 
decorating scheme. 


Congoleum 


Circle 107 on reader service card 


Superior color 

integrity 

The exclusive Congoleum 
Chromabond formula offers 
special ink pigments which 
effectively combat discoloration 
due to alkaline moisture. The rich 
colors of Villager are protected by 
the exclusive Chromabond formula. 


Durability and ease 
of maintenance 


The exclusive Chromabond 
formula offers a crystal-clear wear 
surface which needs no wax to 
protect its sealed-in beauty. 
Besides having this easy mainte- 
nance feature, the wear surface is 
extremely durable for residential 
applications and is 2096 greater 
than minimum ЕН.А. requirements. 


Fairlawn™ represents a natural, 
basic and simple design with 
terrific depth, brilliant clarity and 
elegant richness. Its beautiful 
overall character will complement 
the most demanding decorator 
scheme. 


Congoleum does more than make beautiful floors... WE SELL HOMES! 


Congoleum provides qualifying builders with a complete and 
flexible program to assist in selling homes. 1) A unique, attractive 
flooring selection center for free-standing or wall-mounted use. 
2) Model home identification to merchandise Congoleum national 
acceptance. 3) Comprehensive flooring sample sets. 4) A flooring 
allowance program, when using Congoleum flooring in model 
units. 5) Distributor service with the inventory and sales support 
to serve your needs. Congoleum Corp., 195 Belgrove Dr., 

Kearny, NJ 07032 (201) 991-1000. 


Copyright, 1978, Congoleum Corporation, Resilient Flooring Division 
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Rain, snow or freezing tempera- 
All-Weather " tures can put a stop to concrete work 
in a hurry. 

M о» And hang you up for days wait- 
ing to pour foundations. 

can rea you Builders like Dean McFarland, 

loose. president of Melody Homes, Inc., 

Indianapolis, Indiana, however, don't 

have to worry. Dean's company has 

built three subdivisions on All-Weath- 

er Wood Foundations in the last year. 

His crew was able to work the whole 


year round. And never once was 
there a major holdup because of bad American Plywood Association, Dept. HH-058, P.O. Box 2277, Tacoma, WA 98401 
weather. 

There are lots of other advan- Ls ; i 
tages to the AWWF, but itall adds up O I'd like an APA field man's assistance. 
to this: You can save up to $400 a Name 
house. Firm 

To find out more about the All- 
Weather Wood Foundation, just send i 
the coupon or write American Ply- City — — — — State Zip 


wood Association, Dept. HH-058, و کے‎ OEC TUE em 
P.O. Box 2277, Tacoma, WA 98401. AMERICAN PLYWOOD ASSOCIATION 


О Please send me your book “All-Weather Wood Foundation System." 


Plywood cuts costs. 
Not quality. 


Address SS Se 


Circle 109 on reader service card 


Energy -Mizer” 
Fireplaces don't 
rob homes of heat! 


completely sealed 
from firebox 


Glass Doors isolate combustion 
air chamber from room 


Optional blower available 
for even faster heating 


Preway... 


Here's the most important selling advantage in fireplaces 
since the invention of the chimney... isolated 
combustion. It means the air used to feed the fire comes 
from outside the home. Handsome glass doors keep 
valuable heated room air inside the home, not up the 
chimney. And Energy-Mizers circulate indoor air through 
a built-in heating chamber and return it to the home. 
So they combine the charm of a fireplace, with higher 
heating efficiency. Easily installed almost anywhere, 
they're available in 28” 36" and 42" firebox widths. So 
safe they're U.L. Listed for mobile homes (28" and 36" 
sizes with 8CP7EM chimney package). Check your 
local yellow pages or call or write for full details. 


AE Warn Reng” 


WISCONSIN RAPIDS, WI 54494 - Ph: 715/423-1100 


© PREWAY, INC. 1978 


Classified 
Advertising 


The market-place of housing. 


FOR SALE 


Ungutter! New device breaks up roof edge drip- 
ing. No trenching! No messy cleaning! Rain 
isperser is a's to install. Details: S2 Corpora- 

tion, Dept. M-2, 3 Washington Square, Ha- 

verhill, MA 01830. 


BUSINESS OPPORTUNITY 


Dome Homes—Energy Saver—Seeking 
qualified residential home builders, developers 
and representatives to handle regional sales of 
middle income Dome Homes. Great market ap- 
peal. Write or call Domes and Homes, Inc., P. O. 
Box 365, Brielle, N.J. 08730. 


CLASSIFIED 
RATES 


DISPLAY 
Employment 
Opportunities 
$147.00 per inch 


Used Equipment 

Business 
Opportunities 

$74.70 per inch 


NON-DISPLAY 
$6.80 per line 


+ Circle 110 on reader service card 


Both you and your clients will put 
his rich edition of VACATION HOUSES 
o the best of uses—to glean inspiring 
nd practical ideas from it! Bursting with 
xterior and interior photographs (black 
nd white and full color), site plans, floor 
plans, and such specifics as cost range, 
this beautiful sourcebook shows you and 
discusses 62 of the very best new designs 
architects have come up with for vacation 
sites in the United States since the first 
edition in 1970. As many as 43 of these 
were Record House Awards winners. 
Each of the houses you'll visit is 
provocative, stimulating, idea-filled. All 
together, they offer concrete answers to 
a аиан variety of sites, dreams, 
desires, needs, and budgets. They will 
not only help prospective owners to 
crystalize their unformed notions, but 
will give you, the architect, a springboard 
for exchanging with clients specific 
verbal and visual ideas about approach 
and appearance, feeling and form. 
They're the best of the best from the 
pages of Architectural Record! 


Here are the top successes—for 
all climates, terrains, tastes 

Wooded hideaways, lakeside cabins, 
country cottages, meadow-framed farm- 
houses, studios by the sea, slopeside 
chalets, dune nests, mountain aeries, 
private oases within planned communi- 
ties—they're all here! And they're all 
models of intelligent, sound develop- 
ment—economically, architecturally, 
and ecologically. 


New design ideas for resort and country houses 

a new design ideas for ski and hillside houses = К 
` new design ideas for weekend and summer houses = 
пем design ideas for beach housesanew design ideas 
for lakeside housesathe best of the best since 1970 | 


The Architectural Record Book of 


Vacation Houses 


Second edition 


Selected by the editors of Architectural Record 


256 pages, 9 x 12 inches, more than 300 illustrations 


See 62 of today's most exciting vacation houses and how architects 
are turning America's “let’s-get-away-from-it-all” dreams 


into living realities... 


Keep your eye on today’s 
trends, philosophies, styles 
in America’s ‘‘second homes" 

What kinds of second houses are 
people dreaming about? What do they 
want and expect from that home away 
from home—whether it be asummer 
stopover or a year-round vacation haven? 
Often what the owner wants is a combi- 
nation of opposites. Privacy and more 
involvement and activities with family. 
Elegance and ease. Simplicity and ex- 
citement. Formality and casual day-to- 
day living. But whatever they want, what- 
ever the mood, these designs display an 
amazing degree of sensitivity, percep- 
tion, freshness, and inventiveness. And 
whatever the individual site, whatever 
the individual taste, the designs promote 
full enjoyment of life and nature—and a 
deep experience of the site itself. 


Practical talk for the 
practicing architect 

Inspiration and stimulation aside, 
stress is also placed on such practical 
topics as costs, methods, and materials. 
Construction budgets range from under 
$12,000. Upper brackets include a 
"mini-hotel" for a family of twelve! 
Hundreds of techniques are explained. 
For achieving dramatic effects and visual 
surprises. For accommodating a wide 
variety of activities. For applying eye- 
deceiving devices that can expand or 
contract space. For creating environ- 
ments that are at once bold, quiet, 
sophisticated, and rustic! There are also 
ideas that are easily repeatable in several 
different versions! 


= = = = MAIL THIS COUPON TODAY FOR 15-DAY FREE EXAMINATION = = = = ан 


- H-5/78 | 
i 
1 ARCHITECTURAL RECORD [| 
V 1221 Avenue of the Americas Nome [| 
- New York, New York 10020 1 
I. Please send me VACATION Steet Address I 
1 HOUSES, Second Edition (002337-9), i 
for 15 days’ free examination. At the City 
L| 
M end of that time | will remit $17.95, 1 
Į plus local tax, postage, and handling, State Zip 
р ог return the volume without obliga- L| 
tion. This offer good only in the U.S. SAVE MONEY! If you remit in full with this order, plus local tax, Й 
I and subject to acceptance by McGraw- X Mc-Graw Hill pays all regular postage and handling costs. Return [| 
M ill. books in 15 days for full refund if not completely satisfied І 
[| 03K483-4022-3 I 
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SECURITY 
= 


Smoke detector (above) is an electro-mechanical unit which features a door-closing mechanism. Smok- 
Chek", suitable for institutional applications, can be easily wired for room-to-corridor or zone control. 
Compact unit mounts on a standard two-inch door frame. Rixson-Firemark, Franklin Park, IL. Circle 


227 on reader service card 


Iron Wind-O-Guards? (above) lock to the inside or outside of 
aluminum, wood or steel window frames. They can be installed on 
most double-hung, jalousie or sliding windows. Leslie-Locke, 


Security control panel, “Model 
1330" (left), is suitable for resi- 
dential, commercial and indus- 
trial applications. The system 
features a delay timer to allow 
the tenant time to exit. Redco, 
Pennsauken, NJ. Circle 228 on 
reader service card 


Akron, OH. Circle 229 on reader service card 
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Smoke detector (above) is sensi- 
tive to solvent vapor, gasoline 
and carbon monoxide. Unit 
automatically activates an ex- 
haust fan when pollution level is 
too high. Calibrated Instru- 
ments, Ardsley, NY. Circle 231 


on reader service card 


Gas detector (left) sets off a 
loud signal in a separately 
located receiver. Units are 
available in three different fre- 
quencies so that the problem 
location can be readily identi- 
fied. Carlton, Buena Vista, CO. 
Circle 232 on reader service card 


Passive infrared intrusion 
alarm, “InfrAlarm” (left), must 
sense heat and movement be- 
fore an alarm is tripped. An 
omnidirectional sensing head 
provides horizontal and vertical 
coverage of an area of about 
1,225 sq. ft. Barnes, Stamford, 
CT. Circle 233 on reader service 
card 


Compact “Pool-Guard” (above), with an adjustable sensitivity level, 
protects children from drowning. An alarm sounds until it is 
manually deactivated. Spartan, Santa Clara, CA. Circle 234 on 
reader service card 


^ cant imagine using 
anything less than a red cedar 
roof on this Scholz home: 


Walter E. Ekblaw, President, 


"Too often a roof treatment is 
designed almost as an afterthought. 
Scholz insists on an architecturally 
unified design for every element of 
each house. 

"That's one reason we gave 
this Tahoe Pines design a red cedar 
shake roof. It was the only natural 
choice to complement the home's 
dramatic, contemporary lines. 

"Our other consideration is 
our customers. They know red 
cedar stands up to any kind of 
weather and keeps its good looks 
for years, and they want that kind 
of lasting value. 


Scholz Homes, Inc. 


"They wont settle for anything 
less. And neither will Scholz: 

For information on "Product 
Choice & Application; write us at 
Suite 275, 515-116th Avenue N.E., 
Bellevue, WA 98004. (In Canada: 
1055 West Hastings Street, 
Vancouver, B.C. V6E 2H1). 


These labels under run 
the bandstick of : 
red cedar shingle and 

shake bundles are 

your guarantee of 

Bureau-graded quality |““ 


Insist on them. ш 


The Tahoe Pines by Scholz Homes, Toledo, Ohio 


Insulative (“Н”) values of roofing products 
shown below. Source: ASHRAE Handbook 
and California Energy Design Manual 


Cedar Shakes (Heavy) 
Cedar Shakes (Medium) 
Cedar Shingles 

Built-Up Roofing, Slag 
Asphalt Shingles 

Built-Up Roofing, Smooth 
Asbestos Cement Shingles 
Slate 


Red Cedar Shingle & Handsplit Shake Bureau 


Circle 115 on reader service card 


FIREPLACES 


Freestanding fireplace (above) is a woodburning unit offered in red, black and olive green. A 
color-matching pipe which reaches a 9’ ceiling is available. Hexagonal “Continental 
FBG24” comes with a fine mesh fire screen. Preway, Wisconsin Rapids, WI. Circle 219 on 


reader service card 


Woodburning stove/fireplace, the “Inde- 
pendence” (above), serves the dual purpose 
of cooking and giving heat. Unit features 
heavy steel construction, large flanged 
doors with adjustable air shutters and a 
positive latch for tight closure. Firemagic, 
Santa Fe Springs, CA. Circle 220 on reader 
service card 


Hydroplace (above) is for homes with hot 
water heating systems. It absorbs heat from 
the fireplace and transfers it to the central 
heating system. Unit can produce about 
50,000 BTUs per hour. It can be adapted to 
forced-air systems and solar-heated homes. 
Hydroheat, Ridgway, PA. Circle 222 on 
reader service card 
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Energy-saving fireplace, the “Hot One” 
(above) can be used as a primary heating 
source, or as a backup to an existing 
heating system. It distributes heat via the 
heating and air conditioning duct system. 
Energy Savers, Salem, IL. Circle 221 on 
reader service card 


ey 


Energy-saving “Warm Hearth II" (above) 
captures the heat normally lost up a 
chimney and circulates the heat through 
the room. The unit can be fitted below glass 
fireplace doors and can be adjusted to any 
firebox depth. Unit consumes 50 watts of 
electrical current. Weathercock, Eugene, 
OR. Circle 224 on reader service card 


Freestanding fireplace (above) has a French 
Provincial style. The mantel, which mea- 
sures 50'" across, is made from kiln-dried 
poplar. Unit uses electric heater logs which 
produce from 5,100 to 10,000 BTUs of 
heat. Readybuilt, Baltimore, MD. Circle 
225 on reader service card 


“Lighthouse” fireplace (above) is 390 
pounds. The unit interconnects to central 
heating ducts. A lever connected to an 
internal damper controls the intensity of the 
heat. Fireplace can be installed flush, partly 
recessed or through the wall. Lighthouse, 
Peoria, IL. Circle 223 on reader service card 


“Futura” fireplace (above) is a zero-clear- 
ance unit with tapered sides and a unitized 
flue. Easy-to-install unit features refractory 
knockout plugs if a gas hookup is preferred. 
A positive seal damper with five-position 
control is included. Marco, Lynwood, CA. 
Circle 226 on reader service card 
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Self-insulated fireplace (above) features a double wall chimney with 2'2’’ of mineral wool 
sandwiched between a stainless steel inner pipe and an outer galvanized steel shell. Zero- 
clearance unit can be installed against a wall, in a corner or between rooms. Heatilator, Mt. 
Pleasant, IA. Circle 216 on reader service card 

*Olympic Zero Fireplace" (above) can be 
placed flush against walls without any need 
for masonry or for clearance. There is also 
a provision for installing a '5'" gas line. 
The completely insulated unit burns wood, 
coal or charcoal. A built-in screen is 
included. Washington Stove Works, Ever- 
ett, WA. Circle 214 on reader service card 


The “Fireball” can be easily installed on the 
vent stack of a freestanding fireplace, stove 
or heater. Unit increases heat efficiency by 
utilizing a heat recovery principle. Combus- 
tion exhaust passes through a system of 24 
heat exchange tubes which run parallel to 
the exhaust flow. Gateway, Bloomington, 
MN. Circle 217 on reader service card 


Heat circulating fireplace, “E-Z Heat" 
(above), combines radiant heating and 
convection circulation to lower fuel con- 
sumption. Incoming air is drawn into the 
heating chamber through the firebox front. 
Heated air exits through two top ducts. 
Flue and air ducts require 1’’ clearance. Glass door fireplace heater (above) uses heat convection principles. Convection tubes are 
Superior, Fullerton, CA. Circle 215 on made from 16-gauge stainless steel. Thermograte, St. Paul, MN. Circle 218 on reader service 
reader service card card 
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TOOLS/EQUIPMENT 


Concrete spreader, “Model CS-2400" (above), spreads and positions concrete. The paver features 
automated steering control, with width and depth adjustable up to 24’ wide and 11’’ deep. Gomaco, 


Ida Grove, IA. Circle 250 on reader service card 


Fine trimmer/slip-form paver, “Model 6700” (above), is horizontally adjustable. The vehicle is capable 
of placing a wide range of curb sections, including small curbs, curbs and gutters and median barriers. 
It features a four-point suspension control system. Power Curbers, Salisbury, NC. Circle 253 on reader 
service card 
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Medium-duty staple gun, " Mod- 
el CT-836" (left), features ad- 
justable power control. The tool 
can drive !A'', /s6’’ and %”” 
wire staples. A contour handle 
makes the tool easy to hold. 
Duo-Fast, Franklin Park, IL. 
Circle 251 on reader service card 


Utility breaker (above) delivers 
1300 blows per minute at 35 
foot-pounds per blow. Tool is 
suitable for many heavy-duty 
applications, including post and 
sheeting installations. Wacker, 
Milwaukee, WI. Circle 254 on 
reader service card 


Portable reversing drill (left) is 
double insulated to '' ^. Tool is 
powered by a 6 amp motor. 
Automatic shut-off brush sys- 
tem is standard. Easy-to-hold 
drill has a D-shaped handle. 
Rockwell, Memphis, TN. Circle 
252 on reader service card 


Air-powered nail gun, “Сепега- 
tion III” (above), fires up to five 
nails a second. Tool drives and 
countersinks with a single 
stroke, and uses full-head nails 
for accurate driving. United 
States Steel, Pittsburgh, PA. 
Circle 255 on reader service card 
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automatic age door 
opener system by Alliance. 


The garage door picker upper becomes the sales picker upper! 


When you recommend Genie — “the garage door picker-upper” — your clients 
will appreciate it at least twice a day for as long as they own their house! Because 
Genie opens the door, turns on the light, and lets them drive rightin. Only Genie has 
CRYPTAR" II Digital Controls and SEQUENSOR" , “the computer-controlled 
brain!’ CRYPTAR" II Digital Controls, with 3000 code combinations distributed, 
makes it nearly impossible for anyone but the owner to open the garage door. 
SEQUENSOR’®, “the computer-controlled brain" (available on the 404 & 450) 
assures precision control, maximum reliability and quiet, economical operation. 
Call your local Genie dealer for complete details. 


Opens the door... turns on the light .. . lets you drive right in! 


© The ALLIANCE manutacturing Co, Inc., Alliance, Оһо 44601 


A NORTH AMERICAN PHILIPS COMPANY 
Maker of the famous Antenna Rotator / Alliance Tenna-Rotor’/ "TV's Better Color Getter!” 


© 1977 The Alliance Mfg. Co., Inc 


Circle 119 on reader service card 


‘Add sales 
appeal 


Elegant parquet hardwood flooring from 
Wood Mosaic. Now you can install the 
aesthetic beauty and lifelong durability 
of real wood with lay-like-tile ease. 
Permanently secures to concrete, 
plywood, old wood, or tile floors with 
mastic or convenient peel-and-stick* 
backing. Each preassembled section is 
5/16" thick and factory finished to 
protect the natural beauty and assures 
ease of maintenance. 


Add charm to dining rooms, foyers, 
family rooms, or any accent area of your 
home with parquet flooring from Wood 
Mosaic. We have a floor to fit most 
rooms and most budgets. Write today 
for free full-color literature and name of 
the nearest distributor. 


00M/ZZ'6 Boe sams әәс̧ 


Princess Ann/Teak © Checkerboard/Teak 


Elegante’ /Brazilian 
Hardwood* 


Jeffersonian/Teak 


P.O. Box 21159 Dept. A 
Louisville, Kentucky 40221 


(502) 363-3531 downers = 


Circle 120 on reader service card 
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ELECTRICAL 


caused by lightning. The unit is designed for protection of single phase, 120/24( 
systems. The protector features a ten-year replacement guarantee. Joslyn, Chicago. 


245 on reader service card 


Two-pole circuit breaker, “125A Pushmat- 
ic” (above), provides thermal and magnetic 
protection against overloads and short 
circuits. Breaker is listed at 10,000 amps IC 
and 120/240 volts AC. It is suitable for 
residential, commercial and light industrial 
use. Gould, Rolling Meadows, IL. Circle 
246 on reader service card 


Duplex grounding receptacle (above) is said 
to be resistant to corrosive atmospheres, 
humidity and contaminants. The face and 
body are molded of yellow nylon. Termi- 
nals, grounding contacts and wire clamping 
plates are copper alloy and tin-nickel 
plated. Slater, Glen Cove, NY. Circle 247 
on reader service card 


m da 


Nylon relief bushing (above) is for use 
small-diameter SV and SVT jack 
cables. The bushing grips the cable 
prevents strains or pulls from being tra 
mitted to the internal electric connecti 
Bushing also insulates the cable fi 
surrounding chassis walls. Heyman, Ke 
worth, NJ. Circle 248 on reader service ci 


Top-wired plastic receptacle (above) 
unbreakable. It features double sc 
terminals with two large-head bind 
screws on each terminal. The one-pi 
unit, with а 4%o’’ diameter, is 660 wa 
Receptacle is available in white. Ea 
Electric, Long Island City, NY. Circle . 
on reader service card 


everything perfectly clears. 


Some people just can’t figure out 
hy we're so enthusiastic about Simpson 
edwood Clears. Let’s face it, some 
20ple don't even know what they are. 

We hope these pictures clear 
ings up. 

If they're anything, Simpson Redwood 
lears are versatile. No other grade of 
'dwood offers so many options: rough 

smooth textured surfaces, a variety 
pattems and a great selection of wide 
idths. The contrasting mix of heart and 


sapwood gives every board its own 
unique character. Clears offer the builder 
and designer appearance options ranging 
from dramatic zebra stripes to 

subtle texturings. 

And Clears still retain redwood's 
traditional advantages. In fact, Simpson 
Redwood Clears are the most economical 
way to purchase kiln-dried knot-free 
redwood. Anywhere. Specify Clears for 
exterior siding, interior paneling, fascia, 
trim, even decks and outdoor fumiture. 


Circle 121 on reader service card 


Whatever your project, there's a 
place in it for Clears. For more information 
just write "Clears" on your business 
card and send it to Simpson Timber 
Company, 900 Fourth Avenue, Seattle, 
Washington 98164. We'll get back to you 
with some clear choices you can specify. 


Redwood Clears 
Simpson 
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Skymaster: 


SKYLIGHT 


e NATURAL LIGHT 
e LOW IN COST 


e ENERGY SAVING 


Add the glow of nat- 
tural sunlight to your 
home. Install  Sky- 
master Skylights in any 
room — bathrooms, 
kitchen, hallway, den 
or even garage. Re- 
duce electric bills and 
brighten your home 
with these easily in- 
stalled Skylights. 


T M С Home Office: 413 Virginia Drive, Orlando, Florida 32803 
E orp. Branch Plant: 1600 Missile Way, Anaheim, California 92801 


Circle 122 on reader service card 


Logan. 


The first spiral stair 
designed to comply 


withthe Uniform 
Building Code (UBC). 


For the first time, new Uniform 
Building Codes specify 
conditions under 
which spiral stairs can 
qualify as legal exits. And 
now, LOGAN 5 ft. and 6 ft. 
spiral stairs are the first to 
meet these qualifications. The 
primary means of egress, in a 
convenient, economical instal- 
lation with the decorator touch. 
All in one neat package. Call or 
write for full information. 
Logan Co., Р О. Box 6107, 
Louisville, KY 40206. 
(502) 587-1361 


LoGaN со. E ; 


A division of ATO 
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Circle 124 on reader service card 


ELECTRICAL 


Auxiliary riser gutters (above) са 
attached to the right or left side of sta 
load centers for additional wiring s 
Use of these auxiliary gutters enab 
riser panel to be assembled from a sta 
load center. Square D, Chicago. Circl 
on reader service card 


Power outlet post and metering unit (ab 
features a 100 or 200 amp meter sod 
Power outlets are mounted on the rea 
the unit so that connections can be 
without blocking off the utility sec 
Anchor Electric, Manchester, NH. С 
243 on reader service card 


“Quick-Lok” cable ties (above) are made 
high-tensile-strength nylon. Self-locki 
ties have long tails for easy handling a 
quick assembly. Tie sizes accommod 
wire bundles ranging from '4’’ to 8'^ wid 
Fastway Fasteners, Lorain, OH. Circle 
on reader service card 
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HotpointS appeal starts with no-frost. 
But it doesnt stop there. 


Whether you're building 
houses, apartments, or simply 
giving tired old kitchens a face- 
lift, there are a lot of good reasons 
to look into Hotpoint's no-frost 
top mount refrigerators. 

Hotpoint no-frost capacities 
range from 14.2 to 20.8 cubic 
feet. And we offer both base and 
deluxe models in each capacity. 
For example, we have a 15.7 cu. ft. 
base model. Then there's the 
deluxe version shown above that 
rolls out on wheels for added 
convenience. Hotpoint no-frost 
refrigerators are packed with 


other features to interest buyers 
and renters too. For example, all 
models (except CTF14CV) have 
adjustable cantilever shelves, 
Easy-Release" ice trays and 
come equipped with a Power- 
Saver switch. And many have an 
ice storage bucket, adjustable 
meat storage compartment and 
an optional automatic ice maker 
(available at extra cost). 

Hotpoint makes sense for a 
lot of other reasons, too. It's a 
brand name people know. The 
kind of name that tells customers 
you care about quality. And our 


no-frosts, like all Hotpoint appli- 
ances, are backed by Customer 
Care? Service—a network of fac- 
tory service centers in over 800 
cities plus over 5,000 franchised 
service organizations across the 
country. 

Why not upgrade your next 
job with a Hotpoint no-frost. It's a 
refrigerator that has a lot going 


adii 
ЕН ace 


We hustle for your business. And it shows. 


3-dHrotpoint 


A Quality Product of General Electric Company 


Circle 123 on reader service card 
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Visit these 68 exceptional, idea- 
filled houses. Each designed and built 
to fit its own unique surroundings. 


Uncover the uncommon in this visual odyssey highlighting some of the most o 
standing, trend-setting houses to appear on the pages of Architectural Reco 
You'll see 68 original, livable, and convenient homes . . . superlative creations 
space and mood and each custom designed for its own particular site. 


230 pages, 9 x 12, One of the most striking features is the book's lavish illustrations. A variety 
more than 500 illustrations exterior and interior photographs let you see hundreds of rooms, specific arc 
Edited by Walter F. Wagner, Jr., AIA. tectural details, floor plans, furnishings, and decorations. 

Editor, Architectural Record This finely bound compendium of idea-filled homes illustrates the critical relatic 


ship of a house to its site, explains how and why houses must be related diff 
ently to different sites and shows how this relationship results in better homes. 


m / You'll use this book for browsing апа to stimulate your own creativity. To see h 
dn Т various design elements сап be cleverly and dramatically put to specific adva 
8 Hi tages. And to be inspired to develop a unique design for a house of your own. 


ARCHITECTURAL RECORD 

1221 Avenue of the Americas, New York, N.Y. 10020 
Please send me GREAT HOUSES (002314-X) for 10 days' free ex- 
amination. At the end of that time | will remit $18.50, plus local tax, 
postage, and handling, or return the volume without obligation. This 
offer good only in the U.S. and subject to acceptance by McGraw-Hill. 


Name 
Address 
City 


с] ЖЕШЕТ ОНИ —ÁA e 007 0008 

SAVE MONEY 

Remit in full with this order, plus local tax, and McGraw-Hill pays all 
regular postage and handling costs. Return book in 10 days for full 
refund if not completely satisfied. 23K225-4005-3 
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fora 

fresh flow of 
custom home 
design ideas 


DESIGN 
IDEAS 


Join the Custom Home Plans GI 
plus 5 new designs each month f 
of professional working drawin 


Get 1,000 home designs now 


The Custom Home Plans Club has been created to provide 
a fresh flow of design ideas you can use to make your business 
more profitable. 

As a new member, you will immediately receive an attrac- 
tive binder containing 1,000 home designs illustrated with full 
color renderings and detailed floor plans. 

With this complete library of a thousand buildable homes 
to select from, you and your clients will be pleased with the 
wide variety of homes available in all styles, types and sizes 
appropriate to local needs, tastes, and budgets. 

These wide-ranging selections include: 

Deluxe Small Homes—two and three bedroom 


Ranch and Suburban Homes—conventional and con- 
temporary 

Brick and Masonry Homes 

Multi-level and Hillside Homes—split level, split 
foyer, others 

Second Homes—duplex and multi-family; holiday and 
retirement; chalets, A-frames, cabins, cottages 


As you guide clients to a commitment, you—as a member 
of the Custom Home Plans Club—will lose no time in coming 
up with a complete set of working drawings, which will be 
shipped postage-free from Club headquarters the same day 
your request is received. 

And with your working drawings you will also receive a 
complete list of the building materials you will need—essen- 
tial for accurate bids and reliable cost estimates. 

With so much of the exacting, tedious, preparatory work 
already done, you will realize substantial savings in time, 
effort, and money and at the same time, a growing list of 
clients will realize that you’re the one to come to for the right 


home at the right price. 


plus 5 new home designs- 
of-the-month each month for 
the next 12 months 


To supplement your library of 1,000 home designs, t 
Custom Home Plans Club will provide you with a steady flo 
of 5 new home design ideas each month for the next 12 month 

Illustrated in full color renderings—and complete wa 
detailed floor plans—your five fresh designs-of-the-month ca 
easily be added to your basic binder of 1,000 homes. 

In this manner, the Custom Home Plans Club broader 
the range of selections available to you and your clients, an 
keeps you current on home design trends beyond your immi 
diate market. 

A full set of working drawings with collateral floor plar 
and a list of building materials will be available on both th 
original 1,000 home designs and the 60 new designs you wi 
receive during the coming year. 


nius 12 Sets of professional 
working drawings 
for homes of your choice 


Members of the Custom Home Plans Club are entitled to ге 
ceive a total of 12 sets of professional working drawing 
without charge. 

These building plans may be ordered in any combinatio 
desired: 12 sets of drawings for 12 different homes; 4 set 
for 3 different homes; or any other way you prefer them. 

Beyond the initial 12 sets available as part of the Clu 


dget 1,000 home designs now 
B next 12 months plus 12 sets 
"потез of your choice. 


iembership fee, members may obtain additional working 
rawings at a 35% discount off published prices which range 
тот $25 to $50 for single sets and from $50 to $75 for four- 
4 packages—depending largely on the square-footage of 
ngle-family homes and the number of units for multi-family 
wellings. 

Drawn to FHA and VA general standards, these blue line 
rints—size 36” x 20”—are easy to read on a white back- 
round. Depending on the size and complexity of the house 
esign, plan sets may include as many as nine sheets. Notes 
nd drawings indicate location and types of materials to be 
sed. With complete freedom of choice, Club members may 
rder their 12 sets of detailed working drawings at any time 
uring the 12-month membership period. 

Club working drawings include: (1) Floor Elevations, 
2) Complete Framing Plans, (3) Wall Sections, (4) Floor 
lans, (5) Basement/Foundation Plans, (6) Roof Plan, 
7) Plot Plan, (8) Kitchen Cabinet Details, (9) Fireplace 
Built-in Details, (10) Specification and Contract Booklet. 


lus itemized lists of building 
naterials for accurate bids 
ind reliable cost estimates 


o eliminate the time-consuming task of taking off material 
quirements from each set of plans ordered, the Custom 
[оте Plans Club automatically provides members with item- 


ized lists of building materials needed to obtain reliable bids. 
to make accurate cost estimates, and to order building mate- 
rials from suppliers. The lists include the size апа quantity of 
all millwork such as doors, lumber and built-ins, framing lum- 
ber, roofing, flooring, wallboard, masonry, concrete, reinforc- 
ing, insulation, beams, finishing materials, and more. 


plus 1978 Dodge Manual to save 
dollars, drudgery and time in 
estimating and scheduling work 


4978 Dodge Manual 


Club members receive 
this 290-page workbook 
with current, accurate 
costs on nearly 10,000 
items for almost every 
construction 
Contains detailed adjust- 
ment indexes for 22 sub- 
trades in 152 U.S. and 
Canadian cities. Includes 


activity. 


a special section on reno- 
vation and 
costs. Eliminates costly 


remodeling 


guesswork in estimating, 
pricing and scheduling. 


Application for membership 


Enclosed is a check for $360 


occupation 

O builder 

O subcontractor 
О retailer 


for a full year of membership in 
the Custom Home Plans Club. 
For this | am to receive immedi- 
ately a binder containing 1,000 
home designs, plus a portfolio 
of 5 new designs each month 
for the next 12 months. 

My membership also entitles 
me to a total of 12 sets of profes- 
sional working drawings and a 
list of building materials for Club 
homes of my choice. These sets 
of working drawings may be 
ordered in any combination I 
desire: 12 sets for 12 different 
homes, 4 sets for 3 different 


homes, or any other way | prefer 
them. Beyond these 12 sets in- 
cluded in my membership fee, | 
will be able to buy additional 
sets at а 35% discount off pub- 
lished prices during my member- 
ship period. 

If after receiving my first set of 
working drawings | am less than 
completely satisfied, | am en- 
titled to a refund in full — and no 
hassle — simply by returning the 
binder of 1,000 designs and 
the working drawings in good 
condition. 

Make check payable to 
Custom Home Plans Club. 


E O wholesaler 
g architectural 
O engineer 
О realty 
] finance 
O government 


O manufacturing 


320 SW 33rd St./P.O. BOX 299/TOPEKA, KANSAS 66601 
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Signature Date 
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eautiful Valley/ Valley Il. 
aucets Are Money-Making, 
roblem-Solvers For You, 

r. Builder. 


built-in quality in this washerless faucet line is 


4 Fewer drips. Fewer call-backs. If you pre- 


isputed. No other faucets on the market are quite ® fer happy owners and profits to prob- 
Valley Single Control and Valley Il Two Handle - lems, insist on the installation of 
sherless Faucets when it comes to pleasing your Valley and Valley 11 
tomers. Reduced plumbing complaints. Fewer leaks. 3 Washerless Faucets. 

» S. BRASS 


Wallace Mia Corporation 
901 Tenth Street 


a= 
a vu Plano, Texas 75074. 
v 


herless Faucets. 


Valley's пем. . . Antique Вг 
Control and Two Handle Wa 
Beautiful. Distinctive. . 
Valley tradition. У 


Circle 125 on reader service card 


Some houses 
were never meant to be painted. 


Architect Architectural Workshop — Moscow, Idaho. John Anton Berg 


Nothing you can use preserves and protects the natural beauty of wood better than 


Olympic Stain. All Olympic Stains are factory formulated with the best possible Pine 
balance for perfect uniformity. سے‎ 


When homes deserve beautiful, natural protection against the effects 
information about oil or acrylic latex stains, consult the 1978 Sweet’s 


Catalog. For samples on wood, write: Olympic, Dept. S, 2233 
112th Avenue N.E., Bellevue, WA 98004. 


Circle 126 on reader service card 


